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KNOCKOUT 
COMPETITION: 


oo FIRE-GHEX 


eee 2 x ASPHALT ASBESTOS SHINGLES 









NO OTHER SHINGLE OF ANY KIND 
GIVES YOU EVEN ONE OF THESE GREAT 
FEATURES THAT NAIL DOWN SALES! 
















1 @ UNDERWRITERS’ LABORATORIES, INC. CLASS A* LISTING Carey Fire - Chex 
give greater fire protection to human lives and costly buildings. They contain an asbestos- 
Sey . bitumen plastic compound, highly resistant to melting and flowing, that ‘‘puffs up” to 
ys — we warm’, |e A ban form a skeletal mat when subjected to the heat of flying sparks, embers and flaming 
; SQUARE : 

i wood brands. | . . 

heel ell It actually lifts the fire away from the roof deck! No wonder Fire-Chex are the first and only 
shingles* listed Class A by Underwriters’ Laboratories, Inc.—the highest fire protective 
rating possible! Here’s a real sales advantage for you. 





*without asbestos underlayment 


2? COPYRIGHTED SHADOW BLEND ROOF DESIGNS Fire-Chex add to the 

appearance of buildings . . . give roofs distinctive beauty that cannot be duplicated 
by any other roofing material. Never before has any shingle been designed for application 
in exclusive shadow blend roof designs copyrighted as “works of art.”’ Fire-Chex are avail- 
able in a wide selection of colors—feature the pleasing horizontal shadow lines and thick 
construction (325 Ibs. per sq.) of costlier materials, within the budget of even modest 
homes! They often sell at first sight. 





©1949 THE PHILIP CAREY MFG. CO. 

















A gence IOI Fe 3 CERTIFICATE OF “CLASS A” ROOF PROTECTION Another exclusive sales 
Bl a clincher for you. Helps enhance the value of a building whether for sale or for rent, 
£3 a and serves as a daily reminder of the owner’s wisdom in choosing the very best in roof 
a PR Fla protection—Carey Fire-Chex. 

SS Sides ow Ss 

SjtS FIRE-CHEX asphalt-ashest gis 

ieee i 

a || KEAMEMGBER! \T'S EASIER TO SELL FIRE-CHEX THAN ANY OTHER SHINGLE ! 
|| ent ee ; 

i someone cna ua Ces as dS 

| eae LS IN I, Ne, Ne 








GIG-FREE KIT OF SALES A008 “ii 


Practical, forceful sales helps for door-to-door, over-the- 
counter, radio, newspaper, direct mail selling and promotion 
... Sales-making aids to help you merchandise FIRE-CHEX. 





ED A 


Ask your Carey Representative for your kit today! Or, write... THE PHILIP CAREY MFG. COMPANY, 
“NATIONAL GUARD DEFENDS AMERICA...JOIN NOW" Dept. AL-10 CINCINNATI 15, OHIO 
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I—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as a central headquarters for 
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4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 
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Rubberset’s “Sf amae Pressure Rollers 


TRADEMARK 


feed themselves ... roll 40% profits in to you! 


ge¥ 
,&% 


Here are two great new profit-makers for you! 
They’re Rubberset’s FLO-MATIC Pressure Rollers 
that give painters a 100% new, clean, easy, 
drip-proof, splash-proof method of painting . . . 














THIS IS FLO-MATIC 
ROLLER MODEL H-1; It 
needs neither hose nor pres- 
sure pot because it carries 
its own paint supply and 
pressure in the high- 
strength aluminum alloy 
cylinder which also serves 
as a handle for the tool. 
Takes only seconds to fill, 
lets your customers paint 
continuously without bend- 
ing or dipping or refilling! 


And give you 40% profit when you sell at sug- 
gested list price! 
Painters eager to own these helpful tools 

“How soon can I get them? I need them on the job right 
now!”” said painters and contractors when they saw 
how FLO-MATICs performed in demonstrations. After 
all, if you were a painter, wouldn’t you get the tool 
that makes your job so much easier? 


Powerful advertising promotion, too! 
Month after month, two-page spreads in every leading 
painter’s and decorator’s magazine will show your 
customers how FLO-maTIC Rollers work for them. 
They'll ask you to show them more. 


Cash in on this profit opportunity 
Big profits because FLO-MATICs are big items! So be 
the first in your area to sell FLo-matics, the first to 
cash in! Mail the coupon today for complete informa- 
tion or see your supplier. But quick! 


LOOK AT THE PROFIT FLO-MATIC ROLLERS GIVE YOU 








LIST PRICE | LIST LESS 40% | YOUR PROFIT 
P-1 FLO-MATIC Roller $29.50 $17.70 | $11.80 
With Tank and equipment 69.50 41.70 27.80 
H-1 FLO-MATIC ROLLER 29.75 17.85 11.90 
Replacement sleeve for P-1 model 3.00 1.80 1.20 
Replacement sleeve for H-1 model 2.50 1.50 1.00 
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98,000 STARTS 


New home building is running 
well ahead of August—1948 


HOMEBUILDERS continued 
their brisk pace in August, starting 
98.000 new permanent nonfarm 
dwelling units, an increase of 2,000 
units over July and 11,400 over 
August 1948, the U. S. Labor De- 
partment’s Bureau of Labor Statis- 
tics announced today. 

August marked the fourth suc- 
cessive month in which new homes 
were started at about the rate of 
100,000 a month. Moreover, home- 
building activity this past summer, 
as measured by new units put un- 
der construction, was at the high- 
est monthly level on record for 
June, July, and August. 


2 PERCENT DOWN 

Preliminary Bureau’ estimates 
show a nation-wide total of 647,500 
new dwelling units started during 
the first 8 months of 1949, only 2 
percent, or 11,700 units, under last 
year’s total for the same months. 
The gains this year result from 
continued increases in rental ac- 
commodations (units in 2-or-more 
family structures) and publicly fi- 
nanced housing begun by State and 
local housing authorities. Almost 
28,000 new publicly financed dwell- 
ings have been put under construc- 
tion thus far in 1949, compared 
with 8,800 units started during the 
1948 January-August period. 


MOST REGIONS UP 

Telegraphic reports of local 
building permits issued in principal 
cities of the country show that all 
regions maintained or exceeded 
July’s activity except the West 
North Central and South Atlantic 
States. Most of the August rise oc- 
curred in cities in the Middle At- 
lantic and East North Central re- 
gions. During June, July, and 
August, the East North Central 
region surpassed all others in num- 
ber of new homes authorized for 
construction. 

Increases were shown during 
August for a majority of the cities 
reporting permits issued for home- 
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building, with the most notable 
gains in Atlanta, Ga.; Cleveland, 
Ohio; Corpus Christi, Texas; and 
New York City and Syracuse, N. Y. 


JOBBERS MEET 


Well organized meeting covers 
subjects of vital interest 


MEMBERS of the Woodwork 
Jobbers Service Bureau met for 
their annual meeting September 
22-24 at the Edgewater Beach ho- 
tel, Chicago. 

The first day featured concise 
statements of woodwork industry 





Adolph Pfund 


picture by representatives of vari- 
ous producer associations, as well 
as a representative of the glass in- 
dustry and an architect. 

On the second day, three men 
from the ranks of the jobbers dis- 
cussed how to hold and increase de- 
mand for stock millwork. 

At this meeting, Everett Dirk- 
son, former Representative from 
Illinois, told businessmen what they 
can do to help bring our govern- 
ment back to a sound basis. 

The third day featured a panel 
discussion by building industry 
leaders on the effects of the Fed- 
eral Public Housing Act. 

New officers elected were Carl G. 
Horn, Iroquois Millwork company, 
Albany, N. Y., president; W. G. 
Gregor, Flint Sash and Door Com- 
pany, Flint, Michigan, vice-presi- 

















dent; and P. S. Hill, Harbor Ply- 
wood corporation, Chicago, treas- 
ure Adolph Pfund, Chicago, was 
re-elected secretary. 

Directors elected for the 1949-52 
term were E. R. Molesworth, Teach- 
out Sash, Door and Glass company, 
Detroit; E. E. Bach, E. E. Bach 
Millwork company, Minneapolis; 
and H. K. Whitmer, Whitmer-Jack- 
son company, Buffalo. 


RETAIL PICTURE 


Sales hold steady through July 
and August—durable goods up 


SALES of retail stores showed 
little change from July to August, 
the U.S. Department of Commerce 
announced recently. August sales to- 
taled $10,575 million, about 3 per- 
cent below last year’s figure after 
allowance for trading-day differ- 
ences. 

Total sales have fluctuated within 
an unusually narrow range since 
the beginning of the year. How- 
ever, a persistent advance in the 
sales of durable-goods stores has 
been responsible for the stability of 
the total, the rise offsetting a de- 
cline in the nondurable-goods group. 


TWO PERCENT RISE 

August sales at nondurable-goods 
stores fell fractionally below July 
on a seasonally adjusted basis. 
Lower activity was reported by in- 
dependent retail men’s wear stores, 
and this was the principal factor in 
a 3 percent drop in apparel-store 
sales. General merchandise stores 
registered a rise in sales of 2 per- 
cent in August. For both of these 
categories, sales were running be- 
hind last year. 

Most of the other major groups 
of nondurable-goods stores reported 
small changes in sales from July 
to August. Dollar sales of food 
stores, drug stores, and filling sta- 
tions were about the same as a year 
ago. 

AUTO SALES UP 

Sales at automotive stores main- 
tained their upward movement, as 
new car production continued to 
rise. Their August sales were 5 
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Bundling lumber with 
ACGME STEELSTRAP 
cuts handling costs for 


Here’s how Steiner Lumber Company does it 


Lumber bundled with Acme flat steel strapping 
has cut costs 50 per cent in handling all types of 
surfaced lumber. 


Speed of loading trucks with bundles already 
tallied means a faster yard operation. 

Losses by falls and pilferage have been 
eliminated. 

Every retail lumber dealer wants savings like 
these. Find out how Acme Shipping Specialists 
can help you and your suppliers. For details, 
clip and mail the coupon today. 


* Steiner Lumber Co., Sacramento, Cal. 





CUT COSTS IN HALF—" packaged” 


lumber loads easily, safely, with less 
manpower. Danger of personal injury and loss from pilferage sharply 
reduced by Acme Steelstrap. 


STRAPPING DIVISION 


ACME STEEL COMPANY 


NEW YORK 17 ATLANTA CHICAGO 8 LOS ANGELES 11 


ACME STEEL COMPANY, Dept. AL-109 
2838 Archer Avenue, Chicago 8, Illinois 


0 Send me a free copy of your booklet, ““LUMBER ‘Bound to get there’ 
FROM MILL TO JOB.” 


O Have representative call. 


Name 





Company 





Address 





es 


Zone State 





9 out of 10 companies 











percent above July, seasonally ad- 
justed. 

Smaller gains were registered by 
the building materials and iiard- 
ware group and jewelry stores, 
while the homefurnishings group 
declined. 


CONSTRUCTION VIEW 


Ashley sees building picture 
as bright—backlog of demand 


CONSTRUCTION should con- 
tinue as one of the brighter seg- 
ments of the national economy 
through 1950, James M. Ashley, 
president of the Producers’ Coun- 
cil, national organization of build- 
ing products manufacturers, stated 
here lately. 

In a report to the Council’s Board 
of Directors at the organization’s 
annual meeting being held at the 
Edgewater Beach Hotel, Mr. Ash- 
ley said that producers of materials 
and equipment are prepared to 
meet any demand which conceivably 
might arise in the future and added 
that the supply of skilled labor also 
should be entirely ample. 


CONSIDERABLE VOLUME 

“Optimism for the future is 
based on the fact that there is a 
considerable volume of work in all 
eategories of building awaiting 
more favorable investment condi- 
tions,” Mr. Ashley said. 

“Despite the high dollar value of 
new construction, estimated at 
about $19 billion for this year, the 
physical volume of construction is 
below the high levels reached in the 
1920’s and a greater share than 
usual of today’s construction con- 
sists of publicly financed projects. 


WAITING COST DECLINE 


“A large volume of private build- 
ing is being held back because of 
the tax structure and the hope that 
building costs will decline further. 
However, the rigidities in both 
building wages and taxes will effec- 
tively prevent any important reduc- 
tion in construction costs in the 
near future. The benefits of im- 
proved labor productivity and elim- 
ination of overtime have been 
largely offset in many areas by in- 
creases in wage rates paid to build- 
ing workers. 

“Active competition has returned 
full force both in the sale of mate- 
rials and in contract bidding, but 
the resulting economies for the 
buyers of construction again are 
offset in great part by the fact that 
the owners now require a con- 
stantly increasing number of inno- 
vations which add to the comfort, 
utility, and efficiency of their new 
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Deniston nails have been sold 
with complete customer satisfac- 
tion since 1926. Builders find them 

the best nails available 
@= for applying corrugated 
sheet steel — aluminum 
— slate or tile roofing. 
Sell your customers the 
best in nails ... Sell 
Deniston Nails. 






























































PALLET NAILS 











Drive screw pallet nail 
holds like a screw with 
a powerful unyielding 
grip. 21/.” long x 10 ga., 
cement coated for extra 
holding power. Packed 
100 Ib. kegs. 




































































LEAD-SEAL DRIVE 
SCREW NAILS 


Lead is under head and 
down shank — hammer 
blow cannot knock it off. 
When nail is driven, 
hole around nail and 
sheet is firmly sealed 
with lead. “Bump” on 
shank prevents nail 
from working out and 
triple locks nail, lead 
and sheet permanently 
together. 


























































































GALVANIZED OR 
PAINTED ROOFING 
NAILS 


A superior type of hot 
galvanized drive screw 
nail for composition roof- 
ing. Rolled after gal- 
vanizing insures shank of deeper, 
cleaner, sharper thread that gives 
a full turning action to nail and 
maximum holding power. 

































































Write for FREE samples and com- 
plete information about these fast 
selling nails. 





























THE DENISTON COMPANY 


Manufacturers of Quality Na Since 1926 





4854 S. Western Ave 





Chicago 9, Ill. 








Mean EXTRA 2ualily 











buildings but also add to the cubic 
foot cost. 


MORE CONVENIENCES 


“This is particularly true of in- 
dustrial, commercial, and residen- 
tial building. The average cost of 
the new homes being built today 
would be appreciably lower were it 
not for the fact that the public 
insists on more household equip- 
ment, insulation, electric wiring, 
and other comforts and conveni- 
ences than were expected in the 
past. 

“Nevertheless there has been a 
pronounced trend toward the con- 
struction of economy homes and the 
value offered in new housing is be- 
ing steadily increased through con- 
tinuing research and ingenuity.” 


GRADING RULES 


Official grades for pre-finished oak 
flooring are adopted by NOFMA 


OFFICIAL grading rules for 
pre-finished hardwood flooring have 
been adopted for the first time by 
the National Oak Flooring Manu- 
facturers’ Association, according to 
Henry H. Willins, association sec- 
retary. 

Authority to formulate the rules 
was voted by the organization’s 
grading, milling and _ inspection 
committee at the annual mid-sum- 
mer meeting of the association last 
July. Representatives of member 
companies which produce pre-fin- 
ished hardwood flooring assisted in 
drawing up the regulations. 


NEW DEVELOPMENT 

For many years the association 
has had official grading rules gov- 
erning unfinished strip flooring of 
oak, maple, beech, birch and pecan. 
Pre-finished flooring, manufactured 
by some of the organization’s 73 
members, is a comparatively recent 
industry development. 

The new rules provide for four 
grades of pre-finished oak flooring 
and one of beech and pecan. They 
specify that all grades be estab- 
lished after the flooring has been 
sanded and finished, and that red 
oak and white oak species be sep- 
arated in each grade. 


FOUR GRADES 
Top grade in the oak species is 
prime. Next are standard and bet- 
ter, standard and tavern. The 
grade in beech and pecan is desig- 
nated as tavern and better. 


The grading rules for oak: 

Prime: Face shall be selected for 
appearance after finishing, but sap- 
‘wood and the natural variations of 
color are permitted. Minimum av- 
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erage length 4 feet. Bundles 2 feet 
and longer. 


Standard and better: A combina- 
tion of prime and standard to con- 
tain the full product of the board 
except that no pieces are to be 
lower than standard grade. Min- 
imum average length 314 feet. 
Bundles 114 feet and longer. 

Standard: Will contain sound 
wood characteristics which are even 
and smooth after filling and finish- 
ing and will lay a sound floor with- 
out cutting. Minimum average 
length 3 feet. Bundles 114 feet and 
longer. 


Tavern: Shall be of such nature 
as will make and lay a serviceable 
floor without cutting, but purposely 
containing typical wood character- 
istics which are to be properly 
filled and finished. Minimum aver- 
age length 2% feet. Bundles 14 
feet and longer. 

Grading rules for beech and pe- 
can: 

Will be furnished only in a com- 
bination grade of tavern and bet- 
ter. 


Tavern and better: A combina- 
tion of prime, standard and tavern 
to contain the full product of the 
board except that no pieces are to 
be lower than tavern grade. Mini- 
mum average length 3 feet. Bundles 
11%, feet and longer. 


PRIVATE BUILDING 


Apartment building increase ups 
total commitments over August '48 


CONTRACTS awarded for build- 
ing and engineering works by pri- 
vate owners in the thirty-seven 
states east of the Rocky Mountains 
turned upward last month to re- 
verse the downward trend of earlier 
months of the year, it was recently 
reported by F. W. Dodge Corpora- 
tion. 

Investment commitments by pri- 
vate interests for building and en- 
gineering projects in August 
amounted to $589,339,000 in the 
thirty-seven states to show a gain 
of 11 percent over July and 2 per- 
cent over August a year ago. The 
principal private investment in- 
creases were in residential and en- 
gineering projects. 


RESIDENTIAL VOLUME INCREASES 

Investment commitments for 
residential building in the eastern 
states last month amounted to 
$393,434,000. This total was 16 per- 
cent higher than in July and 17 per- 
cent higher than in August last 
year. Public residential awards in- 
creased 6 percent over July and 92 
percent over August a year ago, 
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while private residential volume 
showed a gain of 17 percent over 
July and 12 percent over August 
last year. 


The cumulative total of residen- 
tial awards, public and private, in 
the first eight months was $2,358,- 
826,000 or 6 percent less than in 
the corresponding period of last 
year despite an increase in public 
residential volume from $84,039,- 
000 to $246,544,000. Private 
awards declined 13 percent in the 
eight months. Apartment house 
construction increased 12 percent, 
single-family houses built to own- 
ers’ orders were down 1 percent, 
and single-family houses built by 
operative builders for sale or rent 
declined 15 percent in the eight- 
month period. 


NONRESIDENTIAL BUILDING DOWN 


Nonresidential contracts let last 
month amounted to $278,031,000, 
an over-all decline of 21 percent 
from July and 10 percent from 
August of last year. Nonresiden- 
tial awards by governmental agen- 
cies showed a loss of 34 percent 
from July and a gain of 13 percent 
over August of last year, while pri- 


vate nonresidential volume declined 
11 and 19 percent from the corre- 
sponding months. On a cumulative 


basis covering the first eight 
months, nonresidential awards were 
down 7 percent, with public owner- 
ship awards up 20 percent and pri- 
vate nonresidential contract volume 
down 19 percent. Educational and 
science buiidings, hospitals and in- 
stitutions, and public buildings 
showed substantial gains over the 
first eight-months of last year. 


PUBLIC WORKS 


Heavy engineering awards last 
month amounted to $234,283,000 to 
show a decline of 7 percent from 
July and an increase of 13 percent 
over August of last year. The de- 
cline from July was attributable to 
a 20 percent drop in public-owner- 
ship engineering awards. 

During the first eight months of 
this year, heavy engineering 
awards in the thirty-seven states 
totaled $1,585,665,000 to show a 
gain of 5 percent over the corre- 
sponding period of last year. Pri- 
vate engineering awards increased 
7 percent, spectacular increases be- 
ing reported in August. 


TILE OUTPUT UP 


Reflects increased use for 
institution type buildings 
PRODUCTION of brick and tile 
for the first seven months of {949 
continued to reflect the curren: in- 
stitutional building trend, W. J. 
Goodwin, Jr., President of Struc- 
tural Clay Products Institute, de. 
clared recently. 

“The output of structural clay 
tile, used largely in the construc- 
tion of hospitals, schools, and other 
public buildings, is running nine 
percent above the same period in 
1948,” Mr. Goodwin stated. 

“However, brick production dur- 
ing the same seven months dropped 
five percent below that in 1948, 
Output of brick during the month 
of July was eight percent less than 
the preceding month, and 17 per- 
cent below July, 1948. Total brick 
production reached 448,621,000 
units. 

CLAY TILE 


“The first seven months of 1949 
have seen the highest production of 
structural clay tile since 1930. Out- 
put was up nine percent over the 
preceding month and seven percent 
higher than July a year ago. Total 
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Why you should get your 
Ponderosa Pine 
from us... * 


1. . . No finer grades or quality than ours 





2... Direct Mill Carload Shipments 
3. . . Our inventory of 35,000,000 feet of dry Ponderosa Pine 


Our annual production will 


assures you of prompt shipments of mixed cars ot eT 


4... Our guarantee of your complete satisfaction 








- Chicago Warefouse Seeker Cb. 


799 * 
Sincy 
| Carload shippers of Ponderosa Pine direct from our mills 


| 201 North Wells Street, Chicago 6, Illinois 


Telephone: ANdover 3-7030 
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July production was 120,914 tons. 

“Inventories of tile and many 
types of brick are below normal 
despite record production, and ad- 
vance orders are advisable to meet 
construction dates,” Mr. Goodwin 
concluded. 


CEMENT STORY 


Association movie tells story 
of products manufacture, uses 


CEMENT mills in operation as 
well as many notable concrete struc- 
tures are shown in a 30-minute 
sound and color motion picture en- 


titled “The Drama of Portland 
Cement”, was released recently by 
the Portland Cement Association. 
Every step in the making of port- 
land cement, from quarrying or 
dredging raw material to the pack- 
ing operation, is shown. The mill 
scenes were made in many differ- 
ent widely separated plants. 


The invention of portland cement 
by Joseph Aspdin in England in 
1824 is dramatized on the screen. 
Other action includes blasting in 
quarries, dredging for marl, the 
operation of huge rock crushers, 
and rotating kilns several hundred 





“RE 


*” Has a Long Reach! 


The experienced fire prevention engineering 
services of the LUMBERMEN’S UNDERWRIT- 
ING ALLIANCE will help you keep your 
property beyond the reach of fire. 


Remen 


ONE ounce of prevention is worth tons of 
fire equipment. 

ONE inch of electrical wire insulation is 
worth miles of fire hose. 


Forty-four years of research and experience 
are behind the fire prevention program of 


_~ - 
“Nw 


Fire, Windstorm 
and 
Allied Insurance 


the LUMBERMEN’S UNDERWRITING ALLI- 
ANCE. And we serve lumbermen exclusively. 
Ve will be glad to help you. Write us! 





LUMBERMEN’S UNDERWRITING ALLIANCE 


. §. Epperson Underwriting Co., Manager 


J. J. LYNN, President 
1000 R. A. Long Blidg., Kansas City 6, Mo. 


Terminal Sales Bldg. 
Portland 5, Ore. 


Nat. Bank of Commerce Bldg. 
Norfolk, Va. 


Strand Bldg. 
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Toronto, Ont., Canada 


feet long in which the raw materia] 
is converted to cement clinker. 


MANUFACTURE SHOWN 


An innovation in industrial edy- 
cational films, this picture uses 
three different narrators to tell the 
story. The first part pictures and 
describes all the highly dramatic 
processes of cement-making. The 
second part shows how scientific re. 
search in laboratories and engi- 
neering work in the field are cop- 
stantly improving the product, 
Intimate views of research sciep- 
tists at work in the Portland Ce. 
ment Association’s headquarters 
building in Chicago are shown for 
the first time. 

The concluding phase of the pic- 
ture shows the application of port- 
land cement in building concrete 


SMALL SCALE BUILDERS 
ERECTING MORE HOMES 


SMALL BUILDERS are erect- 
ing more houses as the result of 
improved financing, according to a 
survey made recently by the Na- 
tional Association of Home Build- 
ers and reported in the associa- 
tion’s Washington Letter. 


Here are the replies to some of 
the questions: 


1. How many houses are you 
building for sale? Answer: 56 
houses per builder average. 


2. Square footage? Answer: 
Under 700 square feet, 10 percent; 
700-800 square feet, 42 percent; 
over 800 square feet, 48 percent. 

3. Sale price? Answer: Under 
$6,000, 2 percent; $6,000-$7,000, 18 
percent; $7,000-$8,000, 30 percent; 
$8,000-$9,000, 27 percent; over 
$9,000, 23 percent. 

4. Veterans financing (cash out- 
lay): No down payment, 43 per- 
cent; under $500, 33 percent; over 
$500, 24 percent. 


5. How many houses did you 
build last year? Answer: 170 
houses per builder average. 


6. How many would you build 
if Section 203(b) (2)(D) mort- 
gage maximum were raised t0 
$6,650? Replies averaged 64 houses 
per builder. If increased to $7,600? 
Replies averaged 107 houses per 
builder, an increase of 60 percent. 

In reply to a question on FHA 
servicing, 53 percent of the build- 
ers reported satisfactory service 
and 47 percent reported receiving 
unsatisfactory service. Insufficient 
personnel seemed to be the print- 
cipal cause of unsatisfactory serv- 
we, 
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In over half 
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Country Gentleman 
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2,300,000 circulation concentrated among 
the “‘top half’ farm families who receive 
90% of the nation’s entire farm income. 
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Give your customers — home handymen and con- 
tractors—a break. Switch them from messy, short- 
lived putty to Armstrong’s “33” — for glazing 
wood or metal sash. 


This amazing, inexpensive material stays 
E-L-A-S-T-I-C. It expands and contracts with 
weather changes — never gets rock-hard; won’t 
crack, chip or crumble. And so easy to apply! 
*33” is SMOOTH — not “runny”; not lumpy... 
can be painted immediately after application. 

Yes, here’s a glazing compound EVERYONE 
likes. You will do well to feature it. 


Now Nationally Advertised 


This fall leading magazines — Better Homes, 
Country Gentleman, etc.—are carrying advertising 
on Armstrong’s “33” to 6,500,000 homes, and to 
contractors. Stock “33”—display it! You will find 
it a fast-moving, profitable item. Better order sev- 
cral cases from your jobber now! & 





POINT-OF-SALE DISPLAY 


1-Ib. cans come to you packed in at- 
tractive 3-color display cases (24 per . 
case). This display on _ «tl 
your counter will sell a 
lot of ‘‘33'' Glazing Com- 
pound. Also available in 
2, 5, and 10-lb. contain- 
ers, and in larger drums. 





ARMSTRONG COMPANY- 4053 S. LASALLE - CHICAGO 9, ILL. 
P 


lease send me FREE 1-lb. sample of your “33” 
E-L-A-S-T-I-C Glazing Compound. 


NAME 
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FORM 1040 AT GETTYSBURG 
Reprinted courtesy Chicago Tribune 


One score and 16 years ago our fathers brought 
forth upon this nation a new tax, conceived in despera- 
tion and dedicated to the proposition that all men are 
fair game. 

Now we are engaged in a great mass of calculations 
testing whether that taxpayer or any taxpayer so con- 
fused and so impoverished can long endure. We are 
met on form 1040. We have come to dedicate a large 
portion of our income to a final resting place with 
those men who here spend their lives that they may 
spend our money. 

It is altogether anguish and torture that we should 
do this. But in the legal sense we cannot evade, we 
cannot cheat, we cannot underestimate this tax. The 
collectors, clever and sly, who computed here, have 
gone far beyond our power to add and subtract. 

Our creditors will little note nor long remember 
what we pay here, but the bureau of internal revenue 
can never forget what we report here. It is rather for 
us to be dedicated to the great task remaining before 
us—that from these vanished dollars we take increased 
devotion to the few remaining, that we here highly 
resolve that next year will not find us in a higher in- 
come tax bracket. 

F. R. Liddil. 


"Handling Price Competition" 

To the Editor: We would greatly appreciate hav- 
ing 25 copies of your article, “Handling Price Compe- 
tition,” which appears in the August 13 issue of your 
publication. Also the continuation to appear in the 
August 27 issue—HUGO WAGENSEIL, Hugo Wag- 
enseil & Associates, Dayton, Ohio. 


To the Editor: We would like to make a request for 
12 reprints, if available, of your article “Handling 
Price Competition.”"—RAYMOND HOSANG, Arm- 
strong-Thielman Lumber Co., Hancock, Mich. 


Price Competition; Higher Markups 


To the Editor: Thanks for the repeated issuance of 
the article by your Mr. Arthur A. Hood on “Handling 
Price Competition.” If all dealers would read and 
study this article we feel sure more would survive the 
coming slow-down in building material businesses. 

We would like to request 25 to 30 reprints on this 
article for distribution to the dealers in the El Paso 
County Lumberman’s Association and those few other 
dealers who are not members. We would also like to 
have a like number of the article, “How Reduced Vol- 
ume and Lower Markup Affects Break-Even Point” 
which appeared in the July 30 issue of your magazine. 

Thanks for the help that you publishers are giving 
the dealers in seeing that higher mark-ups are neces- 
sary for the operation of their businesses.—J. K. 
HUNT, Hunt Sales Company, Ysleta, Tex. 
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colors 


Take on Tamms and you'll be the COLOR center of 
the building supplies trade. Tamms offers you a com- 
plete line of quality colors for volume-building sales. 







S PLASTER COLORS 


TAMMS PLASTER COLORS come in 14 
beautiful color tones, each of uniform 
quality to assure a non-variable tint in each 
and every mix. Made from non-fading pure 
oxides, these permanent plaster colors are 
unaffected by lime, alkalis or acids. The 
economical 5-lb. package will tint 200-lbs. 
of plaster — eliminate guesswork and waste. 
Also sold in 100-Ib. bags. 





S CEMENT COLORS 


TAMMS CEMENT COLORS are prized 
for their permanency and greater tinting 
strength ... also provide bewer color tone 
in stucco work. These finely ground, non- 
fading colors are acid-free, lime-proof and 
alkali-proof. For fast turnover display the 
13 popular colors in handy 5 and 10-1. 
packages ... for volume sales stock the 25 
and 100-Ib. drums and 50-Ib. bags. 


S MORTAR COLORS 


TAMMS MORTAR COLORS look better, 
wear longer because they're ground from 
permanent, non-fading uatural ores. The 
extremely fine texture of these dowble-strength 
colors makes for easy mixing and applying. 
Packed in fast-selling 10 and 25-lb. non- 
sifting, waterproof bags and in volume- 
producing 50-lb. bags. Be sure to stock up 
on all 10 popular colors now! 





WRITE TODAY 
for color cards ... prices 
and catalog of 
166 items 


TAMMS INDUSTRIES, Inc. 
FORMERLY TAMMS SILICA COMPANY 
228 N. La Salle St., Chicago 1 
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Grading Customers for Prompt Payment 


THE YARD MAN was wide Sm > Ny 
awake in more directions than one. of 
Very likely there is not one in a <a BY a 
hundred of us who studies all the —h 









phases of the business. I have yet 
to find a man who, in my opinion, 
is complete master of his business. 
They know a great deal about it, 
many of them, but talk with them 
for twenty-five minutes, and take 
a look around the premises, and you will discover there 
is some cog slipping. 

He wanted to know more about the people with whom 
he had to deal, so he got up a rating book of his own. 
I can’t tell you what.this man’s name is, or where he 
lives, for it would not only be letting the cat out of the 
bag, but a whole litter of little kittens with her. This 
rating book-making was conducted perfectly sub rosa, 
for were it known the result might be lawsuits, and pos- 
sibly broken heads. This yard man has his rating book 
printed, and so far as the methods of obtaining informa- 
tion are concerned, it may be said the ratings are th 
consensus of the stories told by the books of several o 
the leading business houses of the town. 

This yard man gave me one of these books that | 
might draw some conclusions from it, and an analysis 
shows some features which are new to me, though I 
cannot say they will be to you. 

We will say that the figures representing the ratings 
are 1, 2, 3, 4, and 5. One stands for collectable and prompt 
pay; 2 for collectable and slow pay; 3 for prompt pay; 
4 for a risk; 5 for as near a dead beat as you can puta 
finger on it. You are acquainted with all these classes— 
the man who has property and who is also a man; the 
man who has property, yet who staves off the paying of 
a debt as long as he can, and who, if he did not have 
property that could be reached, would be a dead beat; 
the man who really belongs to the salt of the earth in- 
somuch that the payment of a bill is a matter of honor 
with him; the man to whom you sell, half thinking you 
will never receive pay for your goods; and finally, the 
man who, if he gets your goods in his hands you know 
those goods are a goner forever and aye. Take the town 
in which you sell lumber, with its vicinity, and how is 
the population divided as to these various classes? 

In this list there are something less than 2,500 names, 
and when the percentages are cast with reference to the 
rating figures and the results show as follows: 

30 percent 1—collectable and prompt pay. 

19 percent 2—collectable and slow pay. 

19 percent 3—prompt pay, but not collectable. 

18 percent 4—risk. 

14 percent 5—n. g. or culls. 

The people represented by the 30 percent are gilt-edgt 
customers; the next 19 percent are all right, provided that 
life is not too short to wait for them; the following 19 
percent will pay as promptly as will the first 30 percent, 
should there be no ill fortune in the shape of enforced 
idleness, sickness or death to prevent; the next 18 percent 
you sell at your risk; and the final 14 percent will beat 
you at every turn. You have before now been introduced 
to all these kinds of people, and possibly you will not 
thank me for a reintroduction to No. 5. 

—Met Saley, AMERICAN LUMBERMAN, 
June 2, 1900. 
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LIGHT CONSTRUCTION: Moving from back- 
ground to foreground, the Bureau of Labor Statis- 
tics indicates that homebuilding is maintaining and 
even increasing its volume; that it is currently well 
ahead of the corresponding date of last year and, 
despite the slow spring start, is near the high rec- 
ord for the first nine months of ‘48. There's a larger 
proportion of rental units and publicly financed 
houses, this year. 

CONSUMER INCOME: The Department of Com- 
merce guesses that the amount of cash received 
by consumers this year may exceed the $211,900 
millions of lost year. Retailers and manufacturers 
may expect good markets for at least the remainder 
of ‘49. There was a dip at midyear, due to a de- 
cline in farm produce prices. Commerce economists 
think the public is buying now, if, as and when 
the goods are needed; not “waiting out the mar- 
ket.” 


MINOR BANSHEE: Some FHA officials suspect 
the District of Columbia has about all the rental 
units it can digest; especially in the high-cost 
bracket. The District will get a possible 6,000 low- 
cost Federal housing units, under the Housing Act; 
this in addition to some 30,000 units expected to 
come onto the market these next twelve months. 
The Washington Real Estate Board thinks demand 
pressure is easing off, more or less. 


LOOK, LISTEN: Only value of the above is the 
collateral reminder that markets do slack off and 
sometimes get overbuilt. Normal markets are not 
folding. It's notable that Revere Copper & Brass, 
Inc., and Southwest Research Institute are setting 
up a method of assuring the owner a high quality 
building. This is a sales method especially useful 
when the high pressure for houses has begun to 
abate. 


QUALITY BUILDING: Many thousands of would- 


‘be home buyers have held off; feeling, rightly or 


wrongly, that during pressure periods the quality 
of housing declines. They're not too much im- 
pressed when prices begin to sag. They’d pay more 
if assured of value and low maintenance costs. 
The Institute will build no houses but will certify 


_use of a basic standard unit of measurement in ma- 


terials, construction and equipment. 


MODULAR CO-ORDINATION: Housing and Home 
Finc ance Agency announces a booklet entitled 
“Mc dular Co-ordination,” available from the Sup- 
erintendent of Documents, U. S. Government Print- 
ing Office, Washington 25, D. C., at 15 cents a copy. 
The NRLDA has made use of the idea in its In- 
dusiry Engineered House, as you know. It's the 
use of a bais stoendard unit of measurement in ma- 
terials and housing design. 


BuicpInGc Propucts MERCHANDISER 


GRAIN BIN AWARDS: At this writing the CCC 
has bought storage facilities for something more 
than 280 million bushels of grain. Some change 
in percentages of various materials used in build- 
ing the bins. At present about 68 percent are of 
steel; 15 percent each of aluminum and forest prod- 
ucts. Reports indicate that in a good many places 
retailers are selling grain storage structures directly 
to farmers, without government intervention. 


BIG EVENTS: Currency devaluation, major labor 
disputes, the announcement that Russia has man- 
aged an atomic explosion; these things are not too 
closely related, and they don’t seem to have much 
direct bearing upon the light construction industry. 
But, taken together, they're likely to make a change 
in the U. S. business climate. No reason to expect 
much melodrama soon; but it’s a good thing to 
watch out for that climatic shift. 


A-BOMB NEWS: This may add horsepower to 
the Atomic Energy Commission program; and it 
may check the political pork-barrel sniping at the 
Commission's work. It should result in strength- 
ening the National Security Resources Board and 
in speeding the stockpiling of strategic materials. 
It may give a lift to the 70-group Air Force policy 
and to the Armed Forces Public Works Bill. The 
AFPW Bill includes the radar screen and other 
Alaskan defenses. 


GOV'T ECONOMY: Since the Air Lift won the 
Battle of Berlin, economizers have hunted for sav- 
ings in defense appropriations. The Senate voted 
a 48-group Air Force, instead of the 70-group ap- 
proved by the House. Americans seem not to be 
jittery over the Russian news; but there's a feeling 
that cutting defenses at this time isn’t smart. Secre- 
tary Johnson has said a delay even until January in 
fixing up Alaskan defenses might result in tragedy. 


LABOR NEWS: Whatever the outcome of the 
present arguments, it’s pretty clear that labor's atti- 
tude is changing. The steel union accepted the 
presidential board's ruling against wage increases; 
asked only for ten cents an hour in benefits. Organ- 
ized labor fears big strikes; since it could lose more 
than the strike. Temporary advantages gained by 
either side through strike action could not justify 
the injury to the national economy. 


DEVALUATION: Better think of this as revalua- 
tion of the U. S. dollar, in terms of foreign curren- 
cies. A dollar will buy more in British markets, 
while a pound will buy less in U. S. markets. It's 
not that simple; for a drive to raise British wages 
could checkmate part or all the British selling advan- 
tage. But in the main the change will increase im- 
ports from countries with devalued currencies and 
will decrease our own exports. 
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UNIT WOOD WINDOWS 











This is why SUPERIOR Unit 
Windows are the most satisfactory 


windows in the field. 


It is the exclusive rolled-in cushion-type, 
flexible, jamb-liner weatherstrip! If the 
sash swell or shrink this weatherstrip 
automatically compensates for any vari- 


ation. The result—Superior Windows 


slide easily, and fit snugly at all times. 
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ANOTHER OUTSTANDING PROJECT HAS BEEN ADDED TO 
LIST OF GOVERNMENT AND LARGE PRIVATE PROJECTS FOR 
WHICH SUPERIOR WINDOWS HAVE BEEN SELECTED. 


The latest of these projects is the New Officers Quarters ... an exten- 
sive group of new buildings at West Point. 

In addition, Bilt-Well Entrances, Bilt-Well Screen Doors and Bilt- 
Well Shutters were also selected. Bilt-Well Products are standardized 
and comprise a complete line—everything from Basement Unit Win- 
dows to Attic Louvers. 

Bilt-Well Products are made of the best available kiln-dried shop 
grades of Ponderosa Pine and are produced by expert woodworkers 
using the latest modern machines. 


Write us today for literature and the name of your nearest distributor. 


BILT @ WELL 7 , 
SoecWuer CARR, ADAMS & COLLIER CO. 


Dubuque, Iowa 


The Bilt-Well Line Superior Unit Wood Windows e Exterior 


& Interior Doors « Entrances and Shutters ¢ Clos-tite Casements ¢ Carr-dor 
Garage Doors « Basement Unit Windows e Louvers & Gable Sash e Breakfast 


Nooks « Combination Doors ¢ Screens & Storm Sash e Corner (China) Cabinets 
e Gli-dor Cabinets ¢ lroning Board Cabinets ¢ Mantels & Telephone Cabinets 
e Multiple-Use & Linen Cabinets ¢ Stair Parts 
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THE CITIZENS RESPONSIBILITY IN A FREE ENTERPRISE ECONOMY 
Remarks over Television Station WOIC, Washington, D. C., September 7, 1949 - 


The most vital question currently posed by the 
American Economy is “How to sustain full produc- 
tivity and optimum employment?” 

Some people hold that purchasing power is the 
key. 

That theory is an illusion! 

The people themselves hold the real key to a stable 
economy, and ever rising standard of living. 

When we have optimum employment as in recent 
years, there is always plenty of purchasing power, 
generated in four ways: 

1) The cost of production in salaries and wages. 

2) Dividends to stockholders. 

3) The reserves and savings of people and compa- 

nies. 

1) The credit reservoir. 

Purchasing power is automatically sufficient to con- 
sume our full production if it is used! 

The use of purchasing power is the key to a stable 
economy and an ever growing standard of living. 

However, purchasing power alone is not enough — 
we must have the willingness to buy or invest in work 
creating products and services. 

Purchasing power is created by production. It is 
the only way it can be created. To sustain production, 
purchasing power must be used. 

The use of purchasing power in our type of econ- 
omy, i.e. with freedom of choice, requires salesman- 
ship. Machines stop when the product of the machines 
is not sold. 

If all of us bought necessities only, half of our em- 
ployables would be unemployed. 

American achievements in production must be 
matched by American performance in creative and 
suggestive salesmanship. 

There is no such thing as mass distribution under 
freedom of choice. Every sale is an individual con- 
clusion to buy. 

American advertising does a good job in mass pro- 
motion of sales — but under freedom of choice every 
sale is an individual transaction between the sales- 
man and the customer. Sales are made one at a time 
after the individual’s freedom of choice has been ex- 
ercised, 

This makes salesmanship and buyermanship the 
keys to sustained production and employment and 
the vehicles of an ever-increasing standard of living. 

These realities present a challenge to sales man- 
agement — for adequate salesmanship — and a chal- 
lenge to our citizens for equivalent buymanship. 

To sustain optimum production and employment, 
combined salesmanship and buymanship must match 
our productivity in goods and services. 

\merican business must do its part and the indivi- 
dua! citizen must do his part. 

\merican management must make similar invest- 
ments in, and apply the same intensive effort toward, 
increasing the effectiveness of merchandising tech- 
niques that it has in the past in so successfully in- 
creasing productive efficiency. 


Buitpinc Propucrs MERCHANDISER 


Production management starts machines running. 
Sales management keeps them running. 

Our people, then, must universally accept their 
responsibilities and exercise their obligations to a 
free economy. 

The economic obligations and responsibilities of 
the individual citizen can be summed up in five words 
— to Serve, Sell, Share, Save and Spend. 

To Serve to the extent of our ability and capacity. 

To Sell the products of our service at an ethical 
price and profit. 

To Share with those who help us serve and sell. 

To Save by investing a part of our earnings in job 
creating sources, 

To Spend the balance of our incomes on our free 
choice of the good things of life and living. 

To have a stable economy and a growing standard 
of living we must keep our money at work. 

If we really want a stable economy and a growing 
standard of living we must exercise our freedom of 
choice positively. 

The freedom of choice to buy or invest, on the one 
hand, or not to buy or invest, on the other hand, is 
negation. 

Freedom of choice requires the positive exercise 
of choice. 

Freedom cannot be hoarded. Lincoln said “Free- 
dom is something you create every day.” 

When we choose not to buy or invest we are caus- 
ing unemployment to the extent of the money with- 
held from work creating projects. 

Withheld expenditures and investments are job 
destroyers. Take care, the job you destroy may be. 
yours! 

The positive exercise of freedom of choice is: first, 
what part of our income to save and what to spend; 
second, whether to buy with our savings an insur- 
ance policy, a stock or bond, a savings account or an 
equity in a business, (All such savings produce jobs), 
and third, what to buy for the money we spend. 

When you positively exercise your freedom of 
choice you match buymanship with salesmanship. 

Every purchase or investment you make sustains. 
a job. The job you sustain may be yours! 

Only salesmanship makes possible the positive ex- 
ercise of freedom of choice. Without salesmen we can- 
not have a free society. 

We should welcome salesmen and listen to their 
suggestions. The more salesmen we listen to the wider 
the choice and the more discrimination we can exer- 
cise in securing the highest possible standard of liv- 
ing for ourselves and our families. 

Today’s salesmen have the buyer’s good in mind. 
The salesman is interested in a richer life for his 
prospect. 

Americans have always shown unity when our free- 
doms are threatened. Unemployment is a persistent 
threat to freedom. 

Let us unite, then, in exercising our obligation as 
citizens in a free economy to Serve, to Sell, to Share, 


to Save and to Spend. A. A. Hood 
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MASTER 
MERCHANT 


Some yards progress, some stand 
still and others fail. Here is a 
case history of a yard that started 
close to zero in 1940. In eight years 
it has passed the $500,000 gross 
sales mark, increased net worth 15 
times, and earned a fine community 
reputation. It is located in Dry- 
den, N. Y., a town of 750 people. 

One thing has remained the same 
—Bob Baker’s enthusiasm and in- 
terest in selling. He is today every 
bit the down to earth servant of 
his customer that he was eight 
years ago when sales meant sur- 
vival. 

Baker Lumber Company is built 





IDEA BEHIND Baker’s new store is to 
display as many grades and types of 


each product as possible. This gives 
customer a chance to see what he is 
buying, why he may want a top grade 
or can use a cheaper grade. Salesman 
can do a better job of giving customer 
the “right” product for his use. 
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BOB BAKER -- acter Werchant 
Village Yard Does City Volume 


A dealer who increased sales ten times in eight years 


tells how he did it 


on a bedrock of customer service. 
Translated into action, this means 
hard work day in and day out 
giving ‘customers good materials, 
good houses, good farm buildings. 


It means a conscientious job of 
finding out what each individual 
customer wants, then bending every 
effort to make good on those in- 
dividual requirements. Baker has 
been unusually successful because 
selling and customer satisfaction 
are to him a mission—not just a 
job. He has kept right on the 
ground floor with a shoulder rub- 
bing relation with farmer, home- 
owner and employe. His executive 
load has grown with the company, 
but he has never lost sight of the 
primary requisites to success in a 
retail business: to sell and service 
customers. 


Let’s catch Bob Baker in his new- 
ly remodeled store, see if we can 
find out why his business has 
grown and succeeded. 


“Bob, we remember eight years 
ago when this slick looking store 
was a cold, drab room with a pot 
bellied stove and nail kegs for 
chairs. You've grown pretty big 
without a store. Does that mean 
displays aren’t too important? Or 
if they are, how come you grew up 
without them? 


“Well, to take the second part of 
your question first, a display store 
in itself doesn’t guarantee success. 
But I started in business here in 
1940 with the conviction that cer- 
tain ways of doing business are all- 
important. One takes precedence 
over all others. That is giving cus- 
tomer service and satisfaction.” 


“Which covers a big field. Can 
you detail how you went about it?” 


“Perhaps I can outline it this 
way: 


1) Keep a large, diversified stock 
so that customers can get nearly 
everything in the building line 
from us. 


2) Give prompt and courteous 
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delivery service over a fairly large 
territory. Because of our location 
in a small town between two cities 
we knew from the beginning that 
extra prompt service was essential 
to keep our city customers happy 
and we have never forgotten this 
fact. 


3) Give added services such as 
estimating, free plan books, aprons 
and subscriptions to magazines to 
our contractors—many things to 
help build up goodwill and sales. 


4) Be honest with our customers. 
Promise only what we believe we 
can do and “stand behind” every 
product we sell. 


5) Be cheerful, courteous and 
helpful with our customers in the 
office, yard and on the phone. We 
tried just as hard to please during 
the time of material scarcity as we 
do now when supply has overtaken 
demand.” 

“But don’t most dealers have 
these ideas? Yet some of them 
make little progress. How come 
you have?” 

“T think there are two answers to 
that. For one thing, you have to 
live up to everyone of those prac- 
tices I just mentioned. It isn’t 
enough to have the ideas and to 




















































MATERIALS SALES 


Pere $220,400.00 
Millwork 88,000.00 
Insulation and wallboard. 42,600.00 
Mason supplies 61,000.00 














RRS ee 45,000.00 
Wallpaper and paint.... 5,800.00 
Hardware ............ 28,600.00 
Appliances ........... 8,600.00 











more or less practice them. You 
have to practice them all the time 
with every single customer, big or 
small. Everybody has to know they 
will get the best, most honest treat- 
ment from you. Secondly, the 
manager, or Owner, has to be con- 
stantly and forever right on top 
of his job. He has to keep checking 
every day — have his eyes open 
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every minute—to keep his services 
up to snuff. And to devise new and 
more helpful services for his cus- 
tomers.” | 


“Are there other basic ideas you 
would stress?” 


“One more—advertising. We be- 
lieve in advertising and believe it 
has been an important factor in 
our growth. We use radio in Ithaca 
and Cortland, newspapers, farm 
bureau. magazines, direct mail, 
movie shorts and other miscellan- 
eous means. An agency makes up 
our newspaper ads. We prepare 
our radio ads using manufacturers 
suggestions.” 

“Which brings up another ques- 
tion. Are manufacturers helps im- 


portant, and how much do you use 
them?” 


“They’re very important to us. 
Before remodeling, manufacturers’ 





MARKETS 


Contractors and opera- 


tive builders ........ 20 percent 
Industrial and commer- 

OF WE hisicsscceys 10 percent 
Urban consumers ...... 35 percent 
ee: 35 percent 





displays and literature were the 
only point-of-sale displays we had. 
Now with the new store we hope to 
use manufacturers’ displays to 
change our windows each week— 
and you can see how they help dress 
up the interior. 


“Another big help from our sup- 





ORIGINAL YARD was dormered building (upper center). 
New warehouse (upper right) is a clear-span building that 
makes material handling easy. 
from: both Groton and Dryden yards. 
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Five trucks handle deliveries and 





SERVICE COUNTER: customers walk by many displays to reach counter. Back 
wall carries out general display idea by featuring many sizes and colors of tile panel- 
ing carried in stock. Estimating and Home Planning services are very important 
in building sales and making satisfied customers. 


pliers is the suggested, newspaper 
and radio copy, mats and mailing 
pieces which they put out.” 


“A third help that means a great 
deal is when a supplier’s salesman 
is trained to help us by going out 
on the job with us to answer tech- 
nical questions and complaints and 
to help sell contractors. And when 
they take time to teach us‘ about 
their product and how to sell it.” 

“Do you have a training program 
for your own men?” 


“Every man is interviewed by 
myself before employment. Then 
he is given an indoctrination period 
with an executive to get a bird’s- 
eye view of the complete operation 
of the business. We encourage our 
men to study outside, and several 
have taken courses in selling, archi- 
tecture, and so forth. Occasionally 


we get manufacturers’ men to help 
train our salesmen. Then we have 
company meetings at which we 
have a speaker to discuss various 
aspects of one product or another. 
These meetings end with refresh- 
ments and entertainment. 

“We have an incentive system 
for paying bonuses. One of the 
standards is product knowledge— 
so the men study to know the prod- 
ucts they sell.” 

“That's an interesting angle on 
bonuses. Can you tell us more?” 

“Well, other bonus standards are 
“courteousness to customers” and 
“general willingness.” When you 
work with your men every day you 
can size them up and if you try 
your best to be fair they recognize 
the fairness of the bonus payments 
based on performance.” 

“We've come quite a way from 
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BAKER’S NEW warehouse reduces material handling of bulky 
products to the simpliest form. Materials are easily put into 
taken out of storage. 


Warehouse is extremely flexible 


as demand for various products varies. 
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my first question—how come the 
store when you've done so well 
without it?” 

“Well, let me put it this way. 
Giving customer service and satis- 
faction, advertising, and the man- 
ager being on top of his job, come 
first. It’s taken time to get those 
things under control. Once they 
are, there are other things you can 
do to make your operation even 
better. For instance, we added our 
estimating and home planning serv- 
ice as we had time. We added barn 
equipment, appliances, floor cover- 
ings and so forth as we had time 
through the years, both to make 
our store a better place to buy and 
as a hedge against general business 
declines.” 

“Our new display store is part of 
the same line of thought. To give 
our customers a better place to 
buy, so we can do a better job of 
selling. Those basic things I men- 
tion come first and always. This 
new store helps us do them better. 
That’s why the displays feature 
comparisons. The customer can see 
what he is getting for his money. 
We can show him what fits his 
needs and purse best.” 

“In other words, you'd say a dis- 
play store is a potent selling and 
servicing tool, but it in no way sub- 
stitutes for the human equation of 
giving interested, honest and whole- 
hearted attention to customer needs 
by the salesman.” 


“That’s about it.” 


“Now, can we shoot some specific 
questions at you? For instance, 
how about book-keeping, inventory 
and so forth?” 


“General books for both Dryden 
and Groton are kept at Dryden. 
Groton handles cash and accounts 
receivable detail records. All bills 
are paid at Dryden. As to inven- 
tory, we don’t have a perpetual sys- 
tem. We take off monthly esti- 
mated profit and loss statements 
using an estimated gross profit per- 
centage. That gives us a monthly 
total inventory figure and we work 
to keep it down.” 

“How about the credit situation?” 


“We try to have a flexible credit 
policy. But where the customer 
asks for a credit for more than a 
60 day period we try to convert 





ARMSTRONG 
LINOLEUM 


LINOLEUM SECTION of new Dryden store. 


chains used to hold rolls in place. 


and displays wherever possible. 


the sale into a time payment plan 
or obtain a bank loan.” 

“You sell both farm and city 
customers. Do they require differ- 
ent approaches?” 

“With the city people we go all 
out on quick deliveries and plan 
service. With the farm trade, we 
identify ourselves with the farmers’ 





BRIEF REVIEW 


Company founded ..........194I 
Groton yard added......... . 1943 
New Dryden store: July 1949 
Capital investment in 

we ............. ee 
Net worth today. .... .$188,252.25 





problems and organizations. Most 
of our help is farm raised. But in 
either case, the basic thing is good 
service and fair treatment.” 

“What do you do public relations- 
wise ?” 

“It is the policy of the company 
to participate actively in commun- 
ity projects, giving both time and 
money. Employes are encouraged 
to take an active part in community 
affairs, and they do so. I personally 
am interested in Rotary, Chamber 
of Commerce, American Legion, 





BAKER'S ADVICE TO A YOUNG MAN STARTING IN RETAIL BUSINESS 


To be willing to work hard to obtain thorough knowledge of the business, to 
try to build an experienced, progressive organization, to make “complete 


service to the customer” his motto. 


To have sufficient capital to actively 


finance his business and at the present time to use special care in granting 


credit. 
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Notice horizontal dowels and light 


Baker added linoleum as an added service to 
buyers, as a hedge against possible market decline. 


He uses manufacturers’ signs 


Community Chest, Library Board, 
and Boy Scouts.” 

“Let’s see now—what are you 
doing with home improvement 
sales?” 


“We sell time payment property 
improvement deals regularly, and 
have for years. That’s FHA Title 
I. We stress home improvement in 
our advertising, give free estimat- 
ing when necessary. On roofing 
and siding jobs we have our own 
men and usually take the contract.” 

“Do you do other contracting?” 

“No. It works out well for sid- 
ing and roofing jobs. But other- 
wise we split jobs we control up 
between co-operating contractors.” 

“How about .consumer building 
packages?” 

“Occasionally a brooder house or 
garage.” 

“How about material handling?” 

“We use roller conveyers for un- 
loading. Otherwise our clear span 
warehouse makes material handling 
and storage a pretty simple matter. 
We can spot trucks right beside 
piles for loading.” 

“That pretty well covers the field. 
Would you have any general ob- 
servation or comment to make 
about the retail lumber business?” 

“Well, perhaps this. Never, even 
for a minute, forget the customer. 
The details may vary, but every 
successful retail business is built 
on customer satisfaction. Offer 
service, be helpful and friendly. 
Do it all the time.” 
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You Can Recover 
Lost Sales at 


Make sure your customers are satisfied when 
they leave your store; here’s how one suc- 
cessful merchant does it 


VERY WISE DEALER tells his clerks to greet 
customers courteously and warmly as they enter 
the store. This is basic retailing procedure. 

But how many clerks and store owners bother to 
stand at the door to inquire of the departing cus- 
tomer if products and service were satisfactory? 

Many merchants have welcomers who stand at the 
door and greet every person who enters. , However, 
the expression on the face of the customer as he 
opens the door to leave the store is important, for it 
reveals what he truly thinks of products, store and 
service. 

One merchant tells me that he spends many hours 
a day near the front door, paying a great deal of at- 
tention to folks as they leave. 

“T can tell at a glance whether a customer has been 
properly taken care of by my clerks,” he said, “and 
I gauge my actions accordingly. Many a sale that 
the clerk has lost I retrieve at the door through proper 
procedure. How do I do it? I look at their faces. 
Those faces give me a clue what to do.” 

This merchant goes on to say that if a customer 
has a happy expression on his face it means he was 
well taken care of by clerks and is satisfied with what 
he purchased. But if he is soberfaced or glum it is 
an instant clue to the watchful merchant that some- 
thing has gone wrong. 

What does he do when the happy customer ap- 
proaches the door, preparatory to leaving? Well, he 
greets him, thanks him for his purchases, invites him 
to call again, and he opens the door for him. 


HANDLING THE DISSATISFIED CUSTOMER 

What does he do when the grim, sober-faced person 
approaches ? 

“How do you do?” he greets them cordially. “What’s 
the trouble—weren’t you taken care of properly? I’m 
the owner. I’ll be glad to help you.” 

What happens? 

Well, if the customer wasn’t treated properly by the 
clerk, he’ll burst forth with his grievance. That gives 
the owner a chance to adjust the difficulty. If the 
customer didn’t receive the proper information from 
the clerks about merchandise, then the owner can 
give new, added facts about the articles and often 
make a sale. 

And what is more important, if the customer feels 
that the store isn’t worth patronizing again, the mer- 
chant, by his own individual attention to each case, 
can win many of these people over to his side, create 
good will and build a fine customer list. 

Never forget that the customer likes to be recog- 
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A CUSTOMER’S FACE will disclose what he thinks of 


your store and services. 


nized and spoken to by the owner, even though the 
purchase may have been made from a clerk,” declares 
this merchant. “It works every time.” 

The one question which the dissatisfied person will 
always respond to is, “were you taken care of all 
right?” And the response will almost always be a 
recital of why the customer wasn’t satisfied. 


REVIEWS CASES 

At the employe meetings, the merchant recites his 
experience to his salespeople, citing names of cus- 
tomers without mentioning the names of clerks who 
waited on them. 

The salespeople get an opportunity to discover the ° 
most common mistakes in selling and the reason why 
some customers are lost. A constant repetition of 
actual cases of customer dissatisfaction aids the em- 
ployer and his workers in overcoming many of the 
sales difficulties. 

Never lose sight of this human factor. The owner 
on duty at the door will often be able to call a clerk 
to complete a sale to a customer after the owner 
started to make the sale himself. The employe can 
act as an assistant, with the owner himself doing the 
actual closing. Many customers like this double at- 
tention, for it makes them feel that they have been 
singled out by the owner for special attention. 

“IT know the owner of this store very well,’ many 
customers proudly tell their friends. “He doesn’t 
close himself up in an office where you can’t get at 
him.” 

A recommendation like this means a great deal to 
any merchant, and he can earn it by spending some 
time each day—especially during the rush periods—— 
at the front door, watching the expressions on the 
faces of customers and acting accordingly. 

Salesmen, observing at first hand just how the 
manager handles such situations, will be inspired to 
adopt similar methods. 
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Grauanes yore Big 


ONSTRUCTION OF farm 

granaries has become a major 
department of Mauldin’s Lumber 
Co., Clovis, N. M. 

Since the farm building program 
was started in 1941, the company 
has placed 1,000 of these units on 
location, accounting for an addi- 
tional total gross income of 
$650,000 in the five years in which 
the program has been operative. 

(In 1945, 1946 and 1947, govern- 
ment loan or support prices on 
wheat and grain sorghums were be- 
low the prices the producer re- 
ceived on the cash markets. There- 
fore the commodities were sold and 
not placed in storage, ruling out 
sales of granaries during these 
years.) 

At first glance, the granaries 
built by Mauldin’s seem little dif- 
ferent from similar units built by 
manufacturers. But a second glance 
will tell the buyer the differences 
pointed out in Mauldin’s extensive 
radio and newspaper advertising 
campaigns. 

Special construction features 
rule out the use of space-wasting 
tie or brace rods at the corners and 
sides. Specially designed grain 
doors are easily removed at grain 
levels, and storm doors permit the 
building’s use for other purposes 
when not used for grain storage. 
The farmer can build partitions 
between the doors for storage of 
varied grains simultaneously, and 
two of the units can be tied to- 
gether with a roof, making a 20- 
foot hallway for farm machinery 
storage or for extra grain storage 
space. 


Built in a number of different 
sizes, today’s granaries are the re- 
sult of eight years of study by 
Charles Jr., his father, C. E. Maul- 
din, Sr., and buyers of the units. 
As a buyer brings an economical 
and practical idea to Mauldin’s, 
that idea is incorporated into suc- 
ceeding structures. 

“Those ideas must be incorpo- 
rated into the structures,” Charles 
Jr. says, “for a business that ob- 
tains 85 percent of its income from 
the rural areas must satisfy those 
customers in every way possible.” 

Mass production of the granaries 
is started in May, prior to the start 
of the wheat harvest, and continues 
through October, when the last of 
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the grain sorghums are harvested. 
Fifty men can turn out three of 
the larger units in one day, when 
12 units are under construction at 
the same time. 


The most popular granary built 
by the company is a 12 foot by 40 
foot model, capable of storing 3,200 
bushels of wheat. The granary is 
especially adaptable to construction 
of a 20-foot by 40-foot hallway be- 
tween two units, by merely extend- 
ing the unit’s rafters to form a 
connecting roof. 


If the farmer. builds the roof 
himself and utilizes floor space for 
grain storage, the dual unit will 
store about 11,000 bushels of wheat 
at a cost of approximately 25c per 
bushel—15c below the maximum 
figure suggested by agricultural 
economists. 

Other models built by Mauldin’s 
are: 


Size 


Bushel 
Capacity 
(Wheat Only) of 60-pounds per bushel) 


The only construction difference 
between the 40-foot granary and 
the other three models is the fact 
that the large unit has three storm 
and grain doors, while the smaller 
models have only two doors each, 
Increased storage space is avail- 
able, of course, in the large units. 


Built on 16-inch centers for 
added strength, the units are con- 
structed on four 4” x 6” runners 
or the equivalent of two 2” x 6” 
boards. Four nails per siding board 
per bearing also give extra 
strength to hold the sides intact 
if over-weighted by grains. Wall 
studs and flooring joists are 2” x 
6’”’ material; rafters are 2 x 4’s, 
All models have a front height of 
10 feet and a rear height of eight 
feet. 


Mauldin’s has also incorporated 
an aeronautics principle in con- 





Pound capacity (Based on 
wheat standard test-weight 


84,000 
114,000 
156,000 


ROOF was added over these 40-foot models to give a 20-foot hallway for machinery 
storage. The doors are 10’x10’. Height from the gable to foundation is 12 feet. One 
unit is filled with wheat while the second is being held for grain sorghum storage this 
fall. Seale drawing, below, shows plan for the 12x40-foot granary, the most popular 
model, which has a capacity of 3,200 bushels of wheat. 
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§ struction of the granaries: 2” x 6” 
strips are 
| joists 
| strips give added power to studs 


nailed onto flooring 
between wall studs. The 


and siding, and will do much to 


- hold the studs intact if pressure 


causes a break at either side. 


Wall studs, rafters and flooring 
joists form a four-sided hoop, 
which will bear equal weight when 
the building is under stress. The 
siding distributes the stress evenly 
over the entire building. 


A variation from the normal in 
granary roof construction also was 
instigated by Mauldin’s. The idea 
has paid off in longer life and bet- 
ter protection for the unit: A built- 
up double layer of mineral surface 
roofing is used, which is nailed and 
asphalted. Thus far, Mauldin’s has 
experienced little trouble with hail 
and wind. 


Before the granaries are moved 
to the farm, Mauldin’s workers 


| give each unit a double coat of 
| white paint for added life. The 


paint is added at the yard because 
the farmer is usually too busy to 


Mauldin’s in Clovis, N. M., has added 
$650,000 to gross sales over five year period 
by mass production of farm granaries 


and is adaptable to theiz varied 
types of loading equipment. 
“It is a matter of keeping in line 
with our customer’s needs,” says 
~C. E. Mauldin, Sr., “which is the 
principal reason why our business 
has expanded seven times during 
the past 10 years.” 


get at it when it is removed to his 
farm. 

In essence, the Mauldins have 
built an industry within an indus- 
try at their yard in Clovis. They 
have reached the near-perfection 
stage in a John Doe granary, or 
one that is usable by all farmers 



























Bui.pinc Propucts MERCHANDISER 


UNDER CONSTRUCTION in the 
Mauldin yard, this 12x24-foot granary 
is 10 feet high in the front and eight 
feet at the rear. Studs, rafters and 
flooring joists are set on 16-inch cen- 
ters. Completed 12x24-foot granaries 
shown at left are one of four models 
under construction on a mass produc- 
tion scale. 


VIRGIL HUN. 
TON, salesman, 
places easy-to- 
remove grain 
doors in a gran- 
ary on location. 


CLOSEUP of a 
corner under 
construction. 
Note the hori- 
zontal 2”x6” 
strips between 
the wall studs 
for extra brac- 
ing. 
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“COURTESY NICKEL” 
BUILDS GOOD WILL 


Elwood, Ind. dealers save 
motorists from parking fines 
RETAIL building materials mer- 
chants in Elwood, Ind., are cooper- 
ating with other business men in 
town in cultivating the good will 
of shoppers who overstay their 
parking meter time and become 
eligible for a traffic fine. 

This is how the plan works: the 
police officer who checks. cars 
parked at meters, issues a viola- 
tion ticket in the usual manner. At 
the same time, he places a courtesy 


envelope under the windshield wip- 
er and inserts a nickel into the 
meter, thereby eliminating the 


usual fine of $1 for overparking. 


The traffic violator may take the 
ticket and courtesy envelope to the 
city clerk’s office or the police de- 
partment; or, he may place a three- 
cent stamp on the envelope contain- 
ing the violation ticket and mail it 
to the retail division of the Cham- 
ber of Commerce, which furnished 
a special $10 nickel fund to finance 
the program. The Chamber of 
Commerce then turns the envelopes 
over to the police department, there- 





Patrolman No. YO. ets 


Chamber of Commerce. 


you so desire. 





A COURTESY NICKEL 


found your vehicle, License No. ¥ 3.22. 176 Rates 
ama. p.m. on BR... t:4..4E 


Realizing that you may have been inadvertently detained, he has placed a nickel 
in the meter for you from a fund supplied by the Retail Division of the Elwood 


overparked at this meter at . 790... 


Please present this envelope along with your violation ticket to the City 
Clerk-Treasurer or to Police Headquarters and the customary fine will be omitted. 
The envelope is also for your convenience in reimbursing our Courtesy Fund if 


Meters speed turnover, thereby giving you a convenient place to park. By 
observing the parking limit, you help your neighbor and yourself. 


Elwood Appreciates Your Patronage and Invites You to Come Again. 


Elwood Chamber of Commerce 








FRONT of this envelope is addressed to the Retail Division of the Elwood (Ind.) 


Chamber of Commerce. 


by releasing the violator from the 
dollar fine. 

The violators, of course, are not 
compelled to place a nickel in the 
courtesy envelope unless they want 
to. However, the original $10 fund 
has been maintained by violators’ 
nickels plus additional change that 
has paid for the envelopes as well, 

The cooperating building materi. 
als dealers are the Elwood Lun. 
ber Co. and Central Paint & Lun. 
ber Co. 


FREE BILLBOARD 
Arizona company thereby keep; 
own display space uncluttered 
ARE you constantly bothered 
with organizations which want to 
leave placards and posters in your 
display windows or around your 
store? If so, why not erect a spe 


‘ BILLBOARD for public notices installed 


on the outside wall of The O’Malley Lum 


ber Co., Sunnyside, Ariz. 


cial billboard for these notices like 
the one shown above. 

This neat billboard with fiber 
backing was affixed to the exterior 
wall of The O’Malley Lumber (Co, 
Sunnyside, Ariz. Every public no- 
tice is neatly posted. At the same 
time, the display windows and store 
are not robbed of important sales 
space cluttered by distracting pos- 
ters. 








NATIONAL EMBLEMS 


Dealer dresses up shed front 
with colorful supplier emblems 


NATIONAL brand emblems, plus 
similar designs featuring hardware 
and cement, add color to front of 
the Nuttle Lumber Company shed 
at St. Michaels, Md. 


The idea is an eye-catcher—it 
draws attention to the yard, focuses 
attention on products carried. Same 
idea would be effective along top of 
store building, on fences and other 
blank spaces. 


72 


TLE 





HHH 


TTT oe 








AST. MICHAELS Lumeer co.) SEESUGNE 


gis —— ws = 


MANUFACTURERS’ emblems like these on front of lumber shed have eye appeal 
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“i:| High Quality Birch Plywood & Birch Veneer 
| at Yeu Low Prices! 


ALSO BIRCH LUMBER 
ALL PRICES—F.O.B. MILL, Duty Paid 


@ BIRCH PLYWOOD @ BIRCH PLYWOOD* 
Cut to your "Specs" 


Prices on size and thickness you may require can be 
judged by these examples: 








y keeps 
luttered 
othered 
vant to 
in your 
d your 


; & Spe 


Carload Price per M sq. ft. 













Price per M sq. ft 1/4" A-3 Grade 1/4" 2-3 Grade 
Size Grade 2.......... 508 4’ x 8 Taare: $155 

3/16"—24 " x 361/." A-3 $120 4 x 7 ante haloes vig ta anit 162 4 x 7 ae ee ee 137 
3/16"—291/7," x33" A-3 125 4 x 6 147 4 x 6 Psa us clad 122 
3/16"—2114"x40 " 2-3 94 2 eee 140 2 eee 115 
3/16"—131/4" x 91/3" 2-3 94 
1/4 "1504" _.. A-3 151 3/16" A-3 Grade 3/16"—2-3 Grade 
a ae PER $152 4’ x BY... $129 
@ BIRCH VENEER ) |. ee ee it 
We can furnish birch veneer stock in your specifiea- 4 x 6 sete eeeee 119 4x 6 err 99 
tions: All well manufactured, smooth cut, uniform PRD. oo ncceese 112 ie DET Eee e 93 
thickness dried to between 6- 8, moisture content, 

me trimmed square to end grain. 1/8" A-3 Grade 1/8" 2-3 Grade 

i ae Carload Price per M. sq. ft., Rotary Cut £ See $140 Pat......... ae 
1/20" thick 86" long....................$23.25 ot ) Seer 122 I i «i sakes 101 

ces like 1/20" thick 96" long...............-.... BB << re 107 a 90 
1/16" thick 86" long.......... a We wih ns ee 100 eee 86 

h fiber 1 ee ee Ne ci All Birch plywood phenolic glued—meets standard CS 35-47 

ox terior 1/8" thick 86" Sliced Veneer 3 Bureau of Standards specifications. 

a 6 1/16" thick 86" fon . - ¥“ *Other thicknesses in Birch Plywood are available at propor- 


ticnately low prices. 
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Modern, well- -equipped plant of Pannill Veneer Co., Ltd., Kitchener, New Bellerive Veneer and Plywood, Ltd. $2,000,000 mill at Mont- 
Ont., 100 miles news of Buffalo. Two latest type veneer lathes, Laurier, Quebec, one of the two mills turning out Herculite Brand 
slicer and other veneer machinery assure éfficient, minimum- cost Birch Plywood and Lumber. Bellerive, one of the oldest estab- 
production. Long time quality log supply. Prompt shipping of lished birch plywood manufacturers, has 1,808 square miles of 
quality Birch veneer of all grades and thicknesses. virgin timber. 


WAREHOUSE PRICES PROPORTIONATELY LOW 
Will gladly ship LCL on trial basis or furnish samples upon request. 


W. R- BRAUND COMPANY 


U. S. Mill Representatives: Bellerive Veneer & Plywoods, Ltd. (Herculite Brand) 


Suite 214, Dept. CD, Wabeek Bidg., Birmingham, Michigan 
Telephone 5022 TWX Birmingham 500 
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Paints can be profitable — paints will sell in 
volume. The key is direct consumer promo- 
tion. 


ORE than any other product in the ken of the 
building materials merchant, paints lend them- 
selves to direct, consumer promotion. Do you question 
this? Then consider, for a moment, what one retail 
dealer has done with paint promotion-wise—and 
profit-wise. 

Paint has one big advantage over most other build- 
ing materials. It can walk out of the store in the cus- 
tomer’s hand—without fuss or muss. It is, besides, 
the equal of any other product in lending itself to 
colorful, eye-catching display. Paint manufacturers 
generally have taken full advantage of paint’s inherent 
appeal to provide dealers with customer catching dis- 
play, promotion and advertising material. 
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HERE IS an excellent example of the coordinated use of a 
manufacturer’s display and selling aids in the store. Notice 
how arrangement centers attention. Photo was taken at People’s 
Planing Mill, Punxsutawney, Pa. 


From this point, it becomes the job of the profit- 
minded, volume-minded dealer to devise a coordinated 
selling and promotion campaign for paints that fits his 
particular territory. 

Pinellas Lumber company, in St. Petersburg, Flor- 
ida, has given paints a tough job to do the last few 
years—and paints have come through for Pinellas 
with flying colors. 

Pinellas management picked paints as the pivet 
point around which to build a hard hitting consumer 
merchandising and promotion program. To sell paints 
was just one objective. The other objectives were: to 
make the name Pinellas Lumber Company a household 
word, to bring a steady flow of walk-in customers to 
the yard; and to get prospects and build sales of all 
building materials. 

Have paints done the joh? Today, although the paint 
department spends 80 percent of the advertising 
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budget, only 20 percent of the expenditure is charged 
to the department. The other 60 percent is charged 
to other departments such as lumber and hardware, 
Those figures represent the estimated selling job that 
paints and paint promotion have done for other 
building materials. Paint promotion has done this job 
in a two fold way: by making residents of St. Peters. 
burg and Pinellas county keenly and continuously 
conscious of Pinellas Lumber; and by building a tre 
mendous number of customers for paint, who in tum 
buy other products, and who return to Pinellas when 
other building products are needed. 


MERCHANDISING PROGRAM 


It is to be noted that paints did not automatically 
insure success. Paints were the product around which 
a successful merchandising program was built. They 
lend themselves to such a program. 

At Pinellas, the program contains these compo- 
nents: 

1) A good brand; (2) a thoroughly complete stock: 
the customer is not left wanting for lack of choice or 
supply; (3),a thoroughly trained salesforce; (4) an 
expertly displayed and spotlessly clean store; (5) a 
far-reaching promotion and advertising campaign; 
and (6) special services. 

1) A good brand means, primarily, a quality prod 
uct. Any campaign such as we are considering be 
comes increasing effective as time progresses. A poo 
brand will, as time goes on, make inroads on you 
company’s reputation even as you are expending 
money and effort to enhance it. 

At the same time, a good brand, in the sense of 4 
product well promoted and advertised by the manufac. 
turer on a national or regional basis, will provide 3 
running start in your fight to identify yourself with 
good paints in your prospects’ minds. 

2) A thoroughly complete line of paint, with 4 


THE Winland Lumber Company of Liverpool, Ohio use 
massed and island displays, plus a spotless appearance ani 
plenty of traffic space to attract consumer traffic. Wide choice 
is obvious here, as are tie-in items to go with paint. 
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HERE ARE two photos from Pinellas Lumber Company, St. 
Petersburg, Florida. They were taken during one of the com- 
pany’s county-wide promotions. On the left is general view of 
the paint department. Decorative effects emphasize special 
event. At the right is headquarters for the Pinellas paint con- 
sultant. Customers can get expert advice on color combinations, 
other paint problems. As in all top consumer stores, neatness 
_ cleanliness are evident. Tie-in items for added sales are 
eatured. 


large enough stock to take care of all customer needs, 
is a must at all times, both in building up the program 
and in maintaining it. 

The possible exception is in the early stages of 
building up the program. However, as the program 
builds reputation, then sales and profits, a continu- 


ously enlarging variety of stock and inventory is 
imperative. No amount of promotion and advertising 
18 going to maintain a reputation for being paint head- 
quarters, if customers cannot at all times get the kinds 
and quantities of paints they want. 

This should not be construed as meaning a small 
dealer must have the same variety as a city dealer. 
It does mean that each dealer must meet completely 
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and at all times the demands of his own particular 
market. Short of this, his customers will not look on 
him as paint headquarters, and spread his name as 
such. 

3) For the plain reason that consumer customers 
don’t know paints, it is necessary to have a thoroughly 
trained sales force. Whether the paint sales force 
consists of a manager, salesmen and color consultant, 
or whether the owner-manager functions as paint 
salesman among numerous other tasks, basic product 
knowledge is all-important in making a consumer 
paint department succeed and grow. How to initiate, 
expand and close a consumer sale is equally important. 

We have noticed that a good many retail yards 


PROMOTION is an important part of every consumer mer- 
chandising program. Pinellas Lumber Company does a special 
big promotion job in both the spring and fall, in addition to 
a round-the-year, hard-hitting advertising job. Promotions fea- 
ture cleanup and paint up themes, also plug the beauty of 
paint. Such promotion ideas whip up consumer interest that 
carries over through the year. 


j, | LUMBER Co. "re 





making a play for consumer business have failed to 


differentiate between the psychology of traditional 
contractor and builder sales, and consumer selling. It’s 
a good deal like the batter who starts with two strikes. 

The usual contractor comes in with his mind made 
up. Selling the contractor pretty often means catering 
to him, trying now and then to get him to take some- 
thing off your hands, and in generally maintaining his 
good will. Not so the consumer customer. He has to 
admit his ignorance. He has to depend on you for help 
and suggestions. And if you want him to return for 
repeat purchases, and send his friends to you, your 
help and advice had better be dependable. The more 
creative and helpful it is, in addition, the better suc- 
cess your consumer selling program will enjoy. 

4) AL&BPM has always featured outstanding store 
displays, and run many stories on display problems. 
What, really, is the point of product displays? 

Are they not, actually, an integral part of making a 
sale? Bear in mind the consumer prospect who walks 
in your store. Chances are he has only a nebulous idea 
of paint color combinations, application methods, cov- 
erage, quality factors, and so forth. Your product 
knowledge and salesmanship are going to set him 
straight on these matters. If your knowledge is com- 
plete and your salesmanship thorough, you can do the 
job alone. But product displays in the store can do a 
big share of the job. In fact excellent displays often 
do most of the selling and instruction job. What, then, 
are the requirements of successful displays? 

Displays have a number of stories to tell. They can, 
for instance, suggest new uses and combinations of 
paint colors; they should tell the quality story, the 
application story, and the fact your store can supply 
the customer’s needs. They should make it possible 
for your prospect to see that it is easy to buy and use 
paints. They should, in a word, back up your sales- 
man’s knowledge pictorially, word for word. 

Displays also have a number of definite impressions 
to make. Above all others come neatness, cleanliness 
and freshness. They should invite inspection of prod- 
ucts by being open and available. At the same time, 
they should be arranged and coordinated to lead the 
customer through the whole paint story. 

5) If you can afford to wait the years it may take, 
an excellent display, creative point-of-sale selling, and 
resulting customer satisfaction will bring an increase 
in volume and profits. But for a small dollar invest- 
ment, plus a somewhat larger investment in creative 
thinking and effort, promotion and advertising will 
speed up immeasurably the process of increasing vol- 
ume—and profits. 

Pinellas Lumber Company speeded up their paint 
sales by years with a coordinated promotion and ad- 
vertising program that was designed to aid and abet 
their excellent display and selling program in the 
store. 

ADVERTISING GETS PROSPECTS 


Newspaper and radio advertising—suggestive and 
helpful—have kept thousands of paint prospects think- 
ing about Pinellas for paints. Advertising brings in 
the prospects so that store selling program has an 
opportunity to function. 

Promotion serves the same purpose in more general 
terms. Spring and fall, Pinellas Lumber Company 
sponsors a paint-up promotion and a Carnival of 
Color. The store is decorated to reflect the themes. 


Space is obtained for a display in a bank window. 
The promotions are plugged in the radio and news- 
paper advertising, on truck sides and by literature. 
Carried on year after year in conjunction with the 
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advertising and progressive selling in the store they 
keep St. Petersburg and Pinellas county pain‘ and 
cleanup conscious. 
dous paint sales. 


6) Special services also build volume and profits, § 


Pinellas has a color consultant who gives expert ad- 
vice on color combinations and how to gain pleasing 
effects with paints. It is a service of great value to 
the buyer. Consequently he is glad to buy his paints 
at Pinellas. 

Management at Pinellas Lumber Company stresses 
continuity of selling, display, advertising and promo. 
tion efforts as the all-important key to building up 
consumer volume. These methods will not be success. 
ful when used now and then, hit or miss. Once a good 
program is worked out, it must be used continuously, 
aggressively and intelligently, to be successful. §p 
used, it will do a tremendous job of building sales, 








Prices! 


House Paint ‘ii seus oo... on. $5.25 
LaSalle House Paint ........ $3.95 


Add beauty and long life to your home at low cost 


Koverwall °° 3.60 


One Coat Flat Oil 


Just what the name implies. « « 
it covers all" 





ee 





Riese 
Spar Varnish “ 2.47 


1000” For Boats 





Linseed Qil 


. Goal. 3.75 
Turpentine .... Gal. 1.45 
Paint Rollers — comp. 3.47 





Top Quality 
Barn Paint 
wu... 2.58 


2 Inch Brushes 
3 Inch Brushes 
4 Inch Brushes 


RED 
JOINT 


‘Sage! kediers 


eo 
oe a0| ie valet 3 13.50 || 24° ..... 19.20 26" 2... 30.60 
146...) 9.80}, 207 22. 15.00 | ‘ea 22.40 40° 34.00 











DAILY newspaper ads aimed at direct selling keep customers 
thinking about you as paint headquarters. Quote prices 10 
assure readership. 









October 8, 1949, AMERICAN LUMBERMAN & 








That, in turns, pays off in tremen. § 
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Why Not Build Your Advertising 
Program Around Lumber? 


4 


r 
} 


OUGLAS FIR LUMBER 





's still the basic building item and readily 
lends itself to strong consumer promotion 


UMBER is still the basic commodity of building 

materials dealers. But with the influx of hundreds 
of newer products in the building market, many deal- 
ers overlook the importance of strong promotion of 
their lumber items. Other dealers are effectively using 
the latest sales promotion media to tell the story in 
consumer language. 


Bring hobbyists into the store by showing them how 
to use lumber in building useful articles for the home. 
Shown on this page are samples of lumber promotion 
currently being used by retail dealers. 





DOZENS of items for hobbyists to make from lumber are de- 
tailed in the 16 x 18” brochure shown in group of advertise- 
ments at upper right. The brochure is made available to con- 
sumers by The Kuntz-Johnson Co., one of Ohio’s leading retail 
building materials organizations. 





QUALITY lumber is regularly featured in display advertising 
by the Elgin Lumber & Supply Co., Elgin, Ill. See advertise- 
ment (left) in group of ads. 





LEVY BROS., Louisville, Ky., cultivates the small buyer with 
advertisements where price and quality are combined in copy 
the consumer can understand. The two lower ads shown in this 
group are sections of a large Levy advertisement. 





TALK} 


iNG the consumer language, the advertisements, center 


and »! right, also sections of large display ads, emphasize qual- 
ity. not forgetting price. The ad at right center, is an Edward 
Hine. Lumber Co. advertisement. The other two ads (center) 


are licher’s in Appleton, Wis. 


= 
Buitoinc Propucts MERCHANDISER 


THIS big billboard (left) advertising 
lumber, is adjacent to the modern mer- 
chandising establishment of Barker-Gold- 
man-Lubin Co., Springfield, Il. 





WHAT TO 
MAKE with 
w:-0:-0:-D 























and HOW 














RY LUMBER 


Builds GOOD Homes! 


Dry lumber costs a little more in the be- 
ginning, but saves you a lot in the end. 
Because dry lumber is quality lumber 
which has been dried and seasoned by 
responsible lumber manufacturers who 
stand behind it. 





THE KUNTZ-JOHNSON COMPANY 
Why Settle for Less Than a Control-10-100 Mead St. West — Gettysburg ot Hoover 


QUALITY HOME? a es Eon 3640 Linden Ave. South 1700E Dorothy Lane 


Grove & Weber Co., Miomisbarg, Obio 
Like most people, you'll probably build a 
home but once in your lifetime! So, take 
o tip from our experience in building, 
and invest in quality material. Saving 
dimes on inferior material today will 
cost you many dollars in repairs and re- 
placements tomorrow. 











KILN DRIED Speciols | 
Latte t = is MEMLOUK «& 
Come in and look over our stock of qual- a 9.50 
ity material or just phone. We are ready cscs es §6Gae 
to supply you with high quality dry lum- bray ‘sin 

ber right here at home . . . and other cor Bon | 
1 pa a ‘ Cheer ‘Grade CEDAR SID: 

superior materials to go with it. ino 
Per Men. Ft 
gee Clear Grade CEDAR SID- 


Per Hun. Ft 
$s 10 Cheer Gets CEDAR SID 


Free Parking For 
Our Customers! 
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truckload. Let us give you « free estimate on your needs 
TWO-BY-FOURS 
Yellow pine Dressed 4 sides. In all” lengths , . . §-feot lengths, $600 4 
100 reaming feet __..-...-.----_-__-----— ------—---- ~~ 
8” SHEATHING ) 
Soeesed' 6 sites, WAS weametictaenl. Thsrenghly sremeed rel $goo a! | 
jow pine. 100 running feet .......-.-- i | 


DROP SIDING—ETC. 














77 





News of National Interest from Organized Dealer Groups 


1949 Public Relations Contest 


Second annual competition finds seven winners 


Seven national winners 
in NRLDA’S 1949 Dealer Public 
Relations contest were picked at an 
all-day judging session September 
19 in Chicago. 

Awards were made for the dealer 
entries showing evidence of out- 
standing service to the community 
and the industry in the field of 
public relations. Object of this an- 
nual program for retail lumber 
dealers is to focus attention of the 
country and the individual com- 
munity on outstanding services per- 
formed by lumber and building ma- 
terial dealers through their public 
relations programs. 

Seven awards of equal value were 
given this year: five classifications 
based upon population of town in 


which the yard is located; one 
award to the best dealer group pub- 
lic relations program and one spe- 
cial award to the best public rela- 
tions program based on the actual 
construction of Industry Engi- 
neered Homes. 

Ten-inch bronze plaques mount- 
ed on 14-inch walnut shields will be 
presented on November 9 during 
the Annual Meeting of the National 
Retail Lumber Dealers Association 
in San Francisco to the following 
winners: 

BEAVER DAM MANUFAC- 
TURING AND SUPPLY COM- 
PANY, Beaver Dam, Kentucky; 
WILLIAM P. PROCTOR COM- 
PANY, North Chelmsford, Massa- 
chusetts; SCHARPF BROTHERS, 


JUDGES WHO PICKED PUBLIC RELATIONS WINNERS 








LEFT to right, standing: Stanley Horn, Southern Lumberman; Ed Gavin, American 
Builder; Bill Parsons, Southern Lumber Journal; Donald Moore, Southern Building 
Supply. Seated, left to right, are: Walt Grinals, Mississippi Valley Lumberman; Dexter 
Johnson, Western Building; Jack Parshall, Building Supply News; and Herb Vance, 
American Lumberman and Building Products Merchandiser. 
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Albany, Oregon; L. GROSSMAN} 
SONS, INC., Quincy, Massachv.- 
setts; A. W. BURRITT CO., Bridge-} 
port, Conn.; LUMBER SERVICE 
BUREAU, St. Paul, Minnesota 
Group Dealer Award; THE J. x § 
BRAY CO., Valdosta, Georgia, Spe. 
cial Industry Engineered Home 
Award. 


SHORT COURSES 


Preliminary lists of schook 
giving 30-day courses—date 


GEORGIA INSTITUTE op 
TECHNOLOGY, Atlanta, Ga. Clas; 
dates: October 24 to November 18 
1949. Association representative: 
J. A. Rowell, Lumber and Supply 
Dealers Council, Atlanta. Co-Spon. 
sors: E. M. Garner, Secretary-man- 
ager, Carolina Lumber and Build § 
ing Supply Assn.; Marie Bennett, 
Secretary-treasurer, Florida Lun- 
ber and Millwork Assn. 


UNIVERSITY OF ILLINOIS, 
Urbana, Illinois. Class dates: Jan- 
uary 9 to February 4, 1950. Asso- 
ciation representative: J. D. Me. 
Carthy, Illinois Lumber and Build- 
ing Material Dealers Assn., Spring- 
field, Illinois. 


UNIVERSITY OF KANSAS 
CITY, Kansas City, Missouri. Class 
dates: February 6 to March 1, 
1950. Association representative: 
John F. Miller, Jr., Southwestem 
Lumbermens Assn., Kansas City, 
Missouri. 


MICHIGAN STATE COLLEGE, 
East Lansing, Mich. Class dates: 
February 20 to March 17, 1980. 
Association representative: Hunter 
Gaines, Michigan Retail Lumber 
Dealers Assn., Lansing, Mich. 


UNIVERSITY OF MASSACHL- 
SETTS, Amherst, Mass. Class 
dates: February 13 to March 1, 
1950. Association representative: 
Ray P. Birmingham, Education Di- 
rector, Northeastern Retail Lum- 
bermens Assn., Rochester, N. Y. 


NEW YORK STATE COLLEGE® 
OF FORESTRY, Syracuse, N. Y. 
Class dates: February 20 to March 
22, 1949. Association represents 
tive: Ray P. Birmingham, North 
eastern Retail Lumbermens Assn. 
Rochester, N. Y. 


NORTH CAROLINA STATE 
COLLEGE, Raleigh, N. C. Class 
dates: October 24 to November 14} 
1949. Association representative: 
E. M. Garner, Carolina Suppl) 
Assn., Charlotte, N. C. 

OHIO STATE’ UNIVERSITY, 
Columbus, Ohio. Class dates: 0c: 
tober 24 to November 18, 1949; 
February 6 to March 4, 1950. As 


October 8, 1949, AMERICAN LUMBERMAN & 





SSMAN} 


assachu- 


’ Bridge: } 
ERVICES 
innesota, B 


E JN. 
via, Spe- 
1 Home 


schook f 
s—date 
rE OF 
1a. Clay & 


mber 18 
ontative: 
1 Supply 
Co-Spon- 
Ary -man- 
d Build. 
Bennett, 
Ja Lun- 


LINOIS, 
es: Jan- 
0. Asso- 
D. Me 


d Build 


, Spring- 


NSAS 


iri. Class & 


arch 10, 
ontative: 


hwestern & 


as City, 


LLEGE, 


s dates: & 
7, 1950. 8 


: Hunter 


Lumber & 


ich. 
SACHLU: 
Class 
arch 1, 
on tative: 
ation Di- 
i] ~Lum- 
N. Y. 


)LLEGEF 


. xs 
0 March 
yresenta-: 
, North 
is Assn. 


STATE 
. Class 


mber 19,8 


ontative: 
Supply 


\RSITY, 
tes: Oc 
8, 1949; 
950. As 


RMAN € 


sociation representative: 
Torrence, Xenia, Ohio. 
PURDUE UNIVERSITY, West 
LaFayette, Indiana. Class dates: 
January 12 to February 11, 1950. 
Association representative: Russell 
W. Smith, Indiana Lumber and 
Builders Supply Assn., Indianap- 
olis, Indiana. 

SOUTHERN METHODIST UNI- 
VERSITY, Dallas, Texas. Class 
dates: January 3 to January 31, 
1950; February 6 to March 3, 1950. 
Association representative: Gene 
Ebersole, Lumbermens Assn. of 
Texas, Houston, Texas. 

CITY COLLEGE OF NEW YORK, 
New York City. Class dates: 
October 4, 1949, to February 23, 
1950 (evening classes); January 
14 to June 29, 1950 (evening class- 
es); October 4, 1949, to June 23, 
1950 (450 hours, light construction 
industry course). Association rep- 
resentatives: R. W. Holt, New 
York Lumber Trade Assn., New 
York City; Edward C. Frick, New 
Jersey Lumbermens Assn.; Paul S. 
Collier, Northeastern Retail Lum- 
bermens Assn., Rochester, N. Y. 


PENNSYLVANIA STATE COL- 
LEGE, State College, Pa. Class 
dates: February 1 to February 28, 
1950. Association representative: 
Robert A. Jones, Middle Atlantic 
Lumbermens Assn., Philadelphia, 
Pa. 

UNIVERSITY OF SOUTHERN 
CALIFORNIA, at Van Nuys, Calif. 
Class dates: October 4, 1949, until 
completed. At Los Angeles, Class 
dates: October 17, 1949 until com- 
pleted. Association representative: 
Orrie W. Hamilton, S. California 
Retail Lumbermens Assn., Los An- 
geles, Calif. 

UNIVERSITY OF WASHING- 
TON, Seattle, Wash. Class dates: 
February 2 to March 3, 1950. As- 
sociation representative: W. C. 
Bell, Western Retail Lumbermens 
Assn., Seattle, Wash. 


Findley 


HOO-HOO CONVENTION 
Election of new officers and 
review of program are hilights 


THE sponsoring and generating 
of additional educational programs 
and facilities , promotion of 
forest products with cooperation of 
all elements and departments 
within the forest products indus- 
try, joining the “Keep the Forest 
Green” movement and the 
Sponsorship of the Junior Achieve- 
ment as part of a_ boys’ 
program, all of these serious proj- 
ecis were presented for con- 
sideration at the Hoo-Hoo Conven- 


Burtpinc Propucts MERCHANDISER 


tion, September 8 and 9, 1949, at 
Kansas City, Missouri. The serious 
note was apparent throughout the 
Convention. It reflects the trend 
toward better understanding of the 
problems of the industry and its 
products, and the effort to strength- 
en Hoo-Hoo as a factor in the lum- 
ber industry. 


A REPRESENTATIVE MEETING 


The Convention itself was repre- 
sentative of all branches of the in- 
dustry and delegates from all 9 
geographical jurisdictions of the 
United States and Canada, were in 
attendance when the Convention 
was called to order. The reports on 
past performance and _ progress 
aroused the admiration and com- 
mendation of all Delegates and 
served as the inspiration for future 
planning. Said Roy H. Stanton, 
31930 Snark of the Universe, in 
his opening remarks, “I think that 
we can all well be proud and happy 
with our progress during this past 
year.” 

SUBSTANTIAL GROWTH INDICATED 

A successful year was substan- 
tiated by the figures presented by 
Secretary Ben Springer, 34265. He 
reported a total active membership 
of 7,843 as against 6,230 and 4,031 
in 1948 and 1947, respectively. The 
total number of active Hoo-Hoo 
Clubs increased from 26 in 1947 
to 72 with more in the process of 


organization. He reported that 
Hoo-Hoo Clubs may be found in 
practically every State of the Un- 
ion. Treasurer W. M. Wattson, 
32720, reported a sound financial 
condition with an increasing sur- 
plus in the Treasury. 


ELECTIONS — SUPREME NINE 


Committee reports scheduled for 
the last day included the report of 
the Committee on Nominations. By 
unanimous vote, Martin T. Wie- 
gand, 44882, was elected Snark of 
the Universe. 

The other newly elected Officers 
of the Supreme Nine are: Bojum, 
Edwin Fischer, 41901, Milwaukee, 
Wisconsin, Jurisdiction No. 2; Jab- 
berwock, Dave Davis, 37575, San 
Francisco, California, Jurisdiction 
No. 6; Custocatian, Arthur H. 
Geiger, 48505, Tacoma, Washing- 
ton, Jurisdiction No. 3; Arcanoper, 
Harry B. Weiss, 19729, Memphis, 
Tennessee, Jurisdiction No. 4; 
Gurdon, Robert J. Stalker, 36918, 
Quincy, Massachusetts, Jurisdiction 
No. 1. 

Former members re-elected are: 
Senior Hoo-Hoo, Lynn Boyd, 36660, 
Pampa, Texas, Jurisdiction No. 7; 
Junior Hoo-Hoo, Martin J. McDon- 
ald, 27358, Port Arthur, Ontario, 
Canada, Jurisdiction No. 5; Scrive- 
noter, Thomas A. Donlin, 45208, 
St. Cloud, Minnesota, Jurisdiction 
No. 8. 








ea 


ASSOCIATION EXECUTIVES ATTEND SCHOOL 


LEFT to right, seated, are: G. Kenneth Millikin, assistant to the manager, Northeastern 
Retail Lumbermens Assn.; E. Maurice Garner, secretary-manager, Carolina Lumber and 


Building Supply Assn. 


Standing, left to right, are: J. J. Lavengood, editor, Illinois 
Building News, Illinois Lumber and Material Dealers Assn.; Donald 


J. Moe, assistant 


secretary, Michigan Retail Lumber Dealers Assn.; Edward C. Frick, secretary-manager, 
New Jersey Lumbermen’s Assn.; and Harris Mitchell, secretary-manager, Virginia Build- 


ing Material Assn. 


Those in photo attended the National Institute for Commercial and Trade Organiza- 
tion Executives, held at Northwestern University, Evanston, Ill. August 14-20, 1949. 
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ERCHANDISE MUST be 
shown to be sold! 

That is the conviction of D. C. 
Brown, Jr., who founded the Mathis 
Lumber & Supply Co., Mathis Tex., 
two years ago with a capital invest- 
ment of $13,000. 

In two years’ time this young, 
aggressive organization—the old- 
est employe is 36 and the two part- 
ners, Mr. Brown and B. E. Caffall 
are each 28—have raised the net 
worth of the company to $38,250 
and the annual sales volume to the 
$200,000 mark. And this in a trad- 
ing area of 5,000 people! 

For the first six months of this 
year the company did $120,000 
worth of business, an increase of 
$30,000 compared with the same pe- 
riod in 1948. This increase was 
made despite sharper competition 
and more cautious buying on the 
part of the consumers. 

Service is one reason for the al- 
most meteoric rise of this young 
concern which has firmly estab- 
lished itself in a town where sev- 
eral other yards were already 
operating. 

Not only does this concern mer- 


chandise a complete line of building . 


materials, plumbing, heating and 
electrical fixtures and appliances, 
but it operates on the theory that 
the building materials dealer has 
a definite responsibility in helping 
prospective home owners in his 
community. 

That is why Mathis Lumber & 
Supply Co. offers a complete plan 
service, arranges financing and 
secures competent builders for 
home prospects. As a further serv- 
ice, it cuts studs and other patterns 
for customers and provides free 
delivery in any amount. Seventy 
percent of the company’s sales are 
direct to the consumer. 


LIVE DISPLAYS FEATURED 


A new salesroom opened within 
the last six months is testimony to 
Mr. Brown’s assertion that mer- 
chandise must be shown to be sold. 


“We have used four different 
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Sales 44 Service equal Smart 


Read how two youthful Texas merchandisers, operating in a 


types of doors in our building and 
we have hung seven on our display 
rack,” explained Mr. Brown. “Our 
desk tops are Masonite; counter 
tops are select oak flooring; outside 
walls, 105 1x8 siding covered with 
clear varnish; inside walls are 
knotty. pine. 

“Our bathroom display shows six 
colors of the tile-board plus differ- 
ent types of metal molding. Our 
lighting fixture display is “live” 
and we can turn the lamps off and 
on in groups of six. 

“Our Youngstown kitchen dis- 
play is also a “live” setup. The 
stove is connected; hot and cold 
water flow into the sink. The ex- 






























PLATE GLASS (top photo) runs the entire 50 foot length of the store and 12 feet 
down one side. New sales room is credited for increasing sales 20 percent. Above: 


Complete lines of plumbing, heating and appliances are merchandised in the new 
store. 


community of 5,000 people, built their sales from $38,250 to 


haust fan in the stove head is 
hooked up and the refrigerator, of 
course, is connected. 

“We have mounted as many 
builders’ hardware items as possi- 
ble so that our customers can see 
exactly how they operate.” 


SALES UP 20 PERCENT 


Business increased 30 percent the 
first month following the opening 
and indications now are that an 
average increase of 20 percent per 
month may be attributed to the new 
salesroom. 

“Our new setup is more impor- 
tant than this percentage indi- 
cates,” added Mr. Brown. “I be- 
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over $200,000 in a two-year period 


lieve our sales would have fallen 
off if we were still operating as we 
did before. Competition is getting 
keener and people are becoming 
choosier. 

“Women comprise nearly 50 per- 
cent of our store traffic and the 
number is increasing daily. We 
keep a record of our new cus- 
tomers and each one receives a 
letter of welcome. We are averag- 
ing 20 new customer letters a 
week.” 

A continuous sheet of plate 
glass, eight feet six inches high, 
runs across the 50-foot store front 
and 12 feet down one side of the 
store. The glass starts nine inches 
above the floor and runs within 
nine inches of the ceiling. The dis- 
play room is kept lighted day and 
night. 

ADVERTISING BUDGET 


Partners Brown and Gaffall are 
carrying on a strong advertising 
program based on a budget of 
1%% of sales. The schedule in- 
cludes a full page in the local news- 
paper every other week. This ad- 
vertisement is reprinted as a cir- 
cular and sent to 3,000 box holders. 
Post cards, advertising special 
items, are sent to a mailing list 
of 1,800 names. Two local movie 


LIVE LIGHTING fixture display is ar- 
ranged so that lamps can be turned off 
ana on in groups of six. 
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houses run one-minute shorts alter- 
nate weeks featuring Mathis serv- 
ice and supplies. One thousand 
farm and ranch customers receive 
the U. S:: Gypsum publication, 
“This Business of Farming.” 


“Before starting our advertising 
campaign,” said Mr. Brown, “I sent 
a letter to all of our sources of 
supply, telling them about our pro- 
gram and requesting mats, direct 
mail pieces and an estimate of the 
amount of money they would spend 
on cooperative advertising. We 
keep a complete file of mats so that 
when we are ready to write an ad, 
we can do so without losing any 
time.” 


Featuring exclusively quality 
merchandise, the firm believes in 
simplifying its stock to achieve 
turnover. 


“Last year,” added Mr. Brown, 
“we turned our stock about seven 
times and this year we figure about 
six times. We believe that any- 


' thing we carry must turn at least 


four times.” 

The company’s plans and prob- 
lems are discussed at weekly meet- 
ings. Department heads work on a 
commission schedule and plans are 
being made to include all personnel 
in a profit-sharing plan. 





PARTNERS D. C. Brown, Jr. and B. E. 
Caffall. 


Partners Brown and Gaffall be- 
lieve in taking an active part in 
community affairs. Both men are 
active in church work. Mr. Brown 
is a scoutmaster and a Rotarian 
while Mr. Gaffall is a Lion; a di- 
rector of the Chamber of Com- 
merce. Lovell C. Baze, head of the 
appliance department, is president 
of the local Volunteer Fire Depart- 
ment. 





SALES BREAKDOWN 
JANUARY-JUNE, 1949 


Building Material ...... 66% 
Appliances ........... 13% 
Plumbing & electrical. . .16%/, 
Paint & wallpaper... ... 5%, 








DEMONSTRATION COOKING SCHOOLS are held in this kitchen corner. Mr. and 
Mrs. Lovell Baze, who are in charge of the appliance department, are seen in this 


picture. 
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Nation’s Press 


Presentation of AMERICAN LUMBERMAN’‘S Master Mer- 


chant certificates is springboard for dealer publicity from 
coast to coast 





Manufacturers, retail associations and Gloucester (Mass.) DAILY TIMES 
dealers themselves have nominated the 
Master Merchants publicized in these 
pages. Hundreds of dealers throughout 
the nation are eligible for this honor. 
AMERICAN LUMBERMAN will continue 
this series. Your nominations for Master 
Merchant are invited. 





~ CITED AS MASTER MERCHANT 


C. B. Sweet, president of the National Retail 
Lumber Dealers Association, signs Master Mer- 
chant certificates presented in 1949 in the 
AMERICAN LUMBERMAN office. 











San Diego (Calif.) SUNDAY UNION 


Dayton (Ohio) DAILY NEWS 





CITE “CAP” HEBERLE 
AS MASTER MERCHANT 


85-Year-Old Active President of Gloucester 
Coal Honored at Employees’ Gathering 


Charlies T, Heberle, the 86-year- 
eld «active general manager of 
the Gloueester Coal & Lumber Co., 





faithful through the cage The = 
is a “we” company, an 

|company, he remarked He sealed 

some of the incidents of the = 


Lumber Dealer 


standing building materials dealers. 


Charles T. Heberle, right, general manager of 
This award is given to ane 


the Gloucester Coal Lumber Co., shown 
receiving the AMERICAN LUMBERMAN maga- 


Saville Receives Award 


Ohio's first “Master Merchant”; Background for the noma ed 
di t xtended by| peared in a recent American 
the Notional Retail Loner Seabees cmp waite toil of A 
ville’s succes: retail 
ers association ana the America®) cious 


Receives Award —_ | stiscied by the eat cad 


| 

From Magazine 

| Arthur A. Jensen, president of 
the Dixie Lumber Co., has received 
the Master Merchant awerd pre- 
[sented by the American Lumber- 





Jensen, featured in a 3-page) 
article in American Lumberman, is} 
one of thtee California dealers thus 


zine Master Merchant certificate from Robert 
F. Brown, president of the Gloucester Chamber 
of Commerce. The presentation highlighted a 
dinner gathering of the Gloucester Coal & Lum- 





ed ee a man Magazine, Chicago, to out-| far to receive the certificate. ber Co. employes at the Heberle home, Wolf 
+ Ohio's first Master Merchant of the light hill 
dent COnstruction industry is Charles E. Saville Arthur A. Jensen, left, San Diego building 


“= (left), shown above receiving the AMERI- i 
T roducts dealer, receives the AMERICAN 
outs CAN LUMBERMAN award certificate from FUMBERMAN'S Master Merchant certifi- 
cate from Richard W. Douglass, feature 


Tony Saeli, public relations director of the 
editor of the national trade journal. 


ter 
"In recognition of ve agg sy 1 Goal Co pe ifcpare wan in October 
ishments in retail - | 1905. Capt appointed 


i the ‘Sonstruction industry; | m ettin by 
NR Dayton Chamber of Commerce. for eel ‘management, = oe and that is when the busines 
cites Saville, native Day- | ville le revealed “he “is planning ’ 

tonian, who has been fourth branch store for North 

of Kuntz-Johason since 1944, for |Daytdn. A $75,000 project, it wit! The 
Mis “intelligent management, (be erected late this year ar’ early 
Progressive merchandising and in 1960 on the Old Troy ba. near. 
conscientious service his |the Baltimore and Ohio. Railroad 
gonsumers and community.” tracks, —! 





service to his consumers and com- lf 
1h 


In 1912 the copter bought its 
munity.” rs We 


t truck, a Mack soon built 
| up a@ fleet of 14. In the old garage 
jvm one corner of the site of the 


Denton (Md.) JOURNAL 
| Local Dealer Receiv 


-~ “We” C-mpanv 
Master Merchant award is; 
mted to leadin; eg mater- 
dealers selec the editors} 


Manchester (Mass.) CRICKET 


ted Master Merchant 
Stillwater (Okla.) NEWS-PRESS ‘By Lumberman Magazine merchant and a member of the com: patna sacaginnnypel 


Responding, Mr. Heber! essed} Nutt) be: 
PuKUn FITTED BUILDINGS — fan FITa Hoke Honore d Charles T. Heberle, 86-year-old his gratitude’ to Gloucester Coal &| Denten, hae hw eg Mage 
. 
By Magazine 


— anaes he the Gloucester | ee ee ee Master Merchant certificate awar 

cnt of the light con. | Stamford (Conn.) ADVOCATE from American Lumbermen mags 
OY T. Hoke, Sr., president of 
the Roy Hoke Lumber com- 


|stroction industry by a zine, Chicago. 
Ms * SARE 
pany, Stillwater, has received the Sed Fem 


ber magazine, of Chie ment has no coffnection with 
The Getman and Judd Com- 


founding families the m: 

pomts out aged it was noe giv 

control unti’ it “had passe 
dants 


trade magazine, in recognition of 





pro- 
gressive mérchandising and con- 
scientious’ service to their - Cons! 
Sumers and community.” 

Hoke and his orgahization were 
featured in a two-page article in 
the magazine. He is one of Moar 
building materials dealers in the 
state of Oklahoma who has been 
selected by the editarg of Ameri- 
can Lumberman as a Matter 
Meschant In the past two years. 


tion of “intelligent ma: 
gressive merchandisin, 
tious service te consu! 
munity.” 

The Master Merchd 
recognized through the; | 
outstanding award, w: 

|pany, for 97 years retail distrib-| 

Mr. Heberle st a ga utors of lumber and bulld 
,Ployees on Thursday + ‘materials in the southern 
80, by Robert F. Brow: of Connecticut, has been award- 
the Gloucester Chaml a Master og Citation 
merce. the Amc..can Lumberman, 

Recipients of the awi te fortnightly trade magazine.|Co. feels it 
ed by the editors of A. ‘+ Was reported here today. as ~ageinst the bigger order ie 
berman, a national trad PB sos —_ is a in| the bigger jobs 
- he e current issue of blica- 
a — of outst \tion which describes the almost ee en 
plishmente. |century- long growth of Getman. The company's recent pr 

The Gloucester Coal 4 jand Judd as the achievement of ress is shown, in the article, 
operators of the Buildi ja “company personality 2a comparison of its activiti 
Duncan street and of jcommun-ty rich in tradition.” during the last three years. 
semi-independent unit | Whil: specifically citing sd it is said, Getman and Jud) 





Roy T. Hoke, left, president of the Hoke Lumber Co.. being 
Presented the American Lumberman, Master Merchant Award 
ry W. M. (Bill) Morgan, secretary-manager, of the Oklahoma 
Lumbermen’s Association. at the recent Farm Buildings Day held 
at the Oklab A&M @ farm in Oklahoma Citv.~ 
Barney Stewart. Jr, center, Oklaboma City lumberman, also’ 
received an award 


+ Kitchen Planners, are rm |seph J. Peltz, president of Get-jn additioa tw its other activi 
advertisers man and Judd, as “Master Mer-'provided all the bullding m: 
Tie: Master Mevehent nt,” stating that he “ts re- tials for 70 new homes; in 1 
signed by C. B. Sweet msibe tc a large degree for for 200 new homes; and in 1 
he Nets ; Retail ni S present million- ‘its volume fn this market w 
the National Retail Lu /dojjar annual volume,” the be evel. greater.” 
association and Herbert |Aigerican Lumberman quote 
Arthur A. Hood, publi: |him as saying that “the title of now si 
mn at. 
or, respectively, of Ame |Master Merchant belongs to his} iwne r and ae maraticts Any! 
man & Building Prod) (Company. the rate of a million do! 
diser. pe | M-nt le with Mr. Peltz “as! pear, as in 1 
‘members of his management IS exp ot -orvermnce: ho’ 
"are Alice Rayman, treas- ever, is not the sole reason f 
; Samuel Sharlach, general the Master Merchant Cita’ 
peaneee and vice president; and which was earned also ‘because jaune) 
Tracy. sales manager. ‘despite its new blood. the Get- 
The article points out that dur- man and Judd «radition of serv- 
fimg the severe housing shortage, ¢. quality and integrity is main- 
ce — and Judd adopted the age in the present manage- 
{ ob riority to the me. 
Ge and of small-home owners 





ams award is made to outstand 
ing building materials dealers select: 
ed by the editors of American Lumb 
erman, a national trade 
in recognition of “intelligent: man 


Roy T. Hoke, left, president of the Hoke Lumber Co., being pre- 
sented the AMERICAN LUMBERMAN Master Merchant Award 
by W. M. (Bill) Morgan, secretary-manager of the Oklahoma 
Lumbermen's Association, at the recent Farm Buildings Day held 
at the Oklahoma A&M demonstration farm in Oklahoma City. 
Barney Stewart, Jr., center, Okiahoma City lumberman, also 
received an award. 


5) The magazine ee that Gel 





ing, and conscientious service to their 
and 





Mr. Nuttle and his organizatios 
, were featured in a three-page article 
‘tin the magazine. 


While the present manage- 
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aster Merchants 


Jackson (Miss.) DAILY CLARION LEDGER 
_ MASTER MERCHANT AWARD PRESENTED HERE Present Hobgood 


| Acclaims 


Buffalo (¥. Y.) EVENING NEWS 


McCully, general men 
e Bison Lumiber Com. 

y, has received a “Master Mer--» 
ificate from the Ameri-| 


Buffalo (N. Y.) COURIER-EXPRESS 


Merchandising Award 
Won By Lumberman 


John A 
aner ' 








herman Magazine. The MBEKO UF Ty, Master Merchant John A. McCully, general manager 
ows nade by the >ational trade: of the Bisa ‘Lumber Co., has received 
j publicadon to buil vaterials 5 the Master Merchant certificate award 
Se oler recognitio intelli ‘National Award from American Lumberman Maga. 
‘| ge gement, prog.es mer. 3 zine, Chicago. 
Ycha and conscientio.s ' | The award is made to outstanding 
ice t consumers and cv 


| Russell £ Hobgood wan owns 
jand operates the Home ‘Buliders 
| Supply Company of Jackson recent 
{ly received a signal honor when he 


bultding materials dealers selected by 
the editors of the national wade 
Magazine. 


Lehre Aseria 
Bet Cees 


Albuquerque (N. M.) TRIBUNE 





Lumber Retailer 
Receives Award 


George L. Doolittle, president 
of the A lbuquerque Lum 
Companies, became the first re- 
tail lumber dealer in the United 
States to receive the coveted 
Master Merchant award presented 
by the American Lumberman,g 
Magazine, Chicago to outstand- 
ing building materials dealers in 
the country. 

is award is presented to 
leading building materials deal- 
ers selected by the editors of 
American Lumberman, a nation- 
jal trade publication. 

Mr. Doolittle, who was featured 
in a three-page article in Ameri- 
can Lumbermah, is the first, rece- 
pient of the Master Merchant 
Award certifieate in the United 


New Braunfels (Tex.) HERALD “‘,cs: 
Nat’l Magazine 


ma bt 
in the 
Dolg- 





Russell E. Hobgood, owner-operator of Home Builders Supply 
Co., Jackson, Miss., is pictured above receiving from F. R. Kim- 


was presented with a Master Mer- 
chant Certificate of Award. present 
ed to him by The American Lum- 
rman and Building Products Mer- 
chandiser, a trade journal published 
in Chicago and having nation wide 
circulation 
presentation was made on be- 
half of the American Lumberman 
and Bwilding Products Merchan- 
diser, by Mr. Floyd Kimbrough 
president of the Jackson Chapter, 
ational Association of Home 
Builders, 

In presenting the award, Mr. Kim- 
brough explained that the award 
was made in the following manner 

“For the past year or more The 
American Lumberman and Build- 

ucts Merchandiser, one of 
our oldest trade journals and now 
in its, 75th year of publication, has 
been visiting aroupd all over the 
country and picking out retail mer- 
,chants of building materials gvho 
:8re doing an outstanding job of 
serving the general public in the 
building and maintenance of homes. 

“Several months ago this pubii- 
Cation saw {fit to honor and give 





our local 
building materials. 
“Tt is @ source of great pleasure 


to me to that this high honor 
has been ed on one of our 
local citizens ‘but it gives me ad- 

know that thi: 


‘e to 3 


McCully and his organization were 
featured in a two-page article in the 
magazine. He resides in North Ton- 

ata and was Formerly connected 
|with the lumber industry in that city. 
|He joined Bison Lumber in 1939. 
pape ta 








Bogalusa (La.) DAILY NEWS 
Miss Beth Campbell 


. 
Receives Award = - 

Miss Beth Campbell, Vice Presi- 
dent, Bogalusa Lumber Company 
has received the coveted Master 
Merchant Certificate Award pre 
sented by the -American Lumber 
man magazine, Chicago, to ovt 
standing building materials deal 
ers in the country. Miss Campbe}! 
is the first woman to be honored 
by this award and the second build 
ing materials dealer in Louisiana 
to be henored by American Lum 
berman 

The award is presented to out- 
Standing building materials deal- 
ers selected by the editor of the 
magazine in recognization of “In- 
telligent, progressive merchandis- 
ing-and conscientious service to 
their consumers and community 


tion of 


H perica wes oy ag lage nis Miss Campbell and the Bogalusa 
Names Richards. ps" brough, president of the Jackson Home Builders Association, the Bera 'and at the present time Telas ey * Jackson (Tenn.) SUN 
Master Merchant Master Merchant award presen ted by the AMERICAN LUMBER- Stexson chapter Nations) associa, Lumberms ‘ 


MAN AND BUILDING PRODUCTS MERCHANDISER. a magazine 
of national trade circulation. The award was made for outstand- 


L. Richards of Richards & 
r Co, has received the covet- 
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Be ced is atsine owe mw ©" H, P. Tomlin Gets 


























a won for Jacksor and Misesmeip- M h 
ed Master Merchant certificate * . 2 tidi H pala: e t 
t 1 presented by the American ing service to the general public in the building and maintenance ™ smoe proir.y ence wm erchant Awar 
ucesier Lumberman Magazine, Chicago, Ill — —- * # the H Build “o4naua ciurens shout be proud 
ranger tg Daggers Pr of homes. Mr. Hobgood is vice- president of the Home Builders & ‘Home nuicers Supply ©: tee Hewitt P. Tomlin, vice-president 
ing to outstanding bujlding materials e e vears ago constructed a modern re- and general manager, Five Points 
¢ t Association here. ‘el lumber and butlding materials Lumber Company. has received the 
egy q Richards is the second retail )Store. Selecting many-iceas and coveted Master Merchant Certifi- 
rs. The out- eanaih ta Gin abet ak Winias te jSuggestions from r stores of cate Award presented b: the 
not an I : : hes L imilar construction taruughout American Lumberman magazine. 
He recalled be red by American Lumber- the United States and incorporating Chicago, to outstanding building 
f the —= man, a national trade magazine for . “ their new store here in — — re an go 
. building materials dealers * . . With the modernizing of r. Tomlin is the first Master 
r of ice The award is presented to out- Monrovia (Calif.) DAILY NEWS-POST Enid (Okla.) MORNING NEWS val facilities, Mr. Hobgood peng wa gr ie A gaa 
{ tanding i a 01 t t - 
we & fing building materials dealers 7 o_o lacorporated open counter The award is presented to cut. 
ed by the editors of the maga- Bundschuh Gets j e = e omer can standing building materials deal- 
iga-  s- in recognition of “intelligent John F Eve i resen e cane” cae ers selected by the editor of the 
wy. mr g nt, progressive merchan- “3 me butid- magazine in recognition of “in- 
pert iz dising and conscientious service to Lumber Award — . Sr sepacag ning waar ee 
TV- ” } > r and conscientious service oO 
He their’ consumers and community a | M t M ha tA d Company heir consumers and community.” 
ber the Mr. Richards and his ‘company ee ee et oe A as er erc n ware fm plant M- Tomlin and the Five Points 
dai:a we tured in a four-page article 1525 S. Myrtle A ; 4 , i * gtve you J.uerber Company were ‘featured 
- \ |. Myrt! ve., yesterday was i ee 4 Ppartment % 
4 in magazine, notified that he has been awarded 4 Demg ma oe ee ees 
um- o master merchant eartificate pre- : Lumberman. a national trade mga 
tthe oer anc time for building mterials dealers 
Volf Dallas (Tex.) NEWS sented, by American” Lumberma ; 
5, *Magazine, Chicago, = — “3 weekly) 0 . 
Ww --¢ - building materials dealers e ‘* Jackson, ( 
Magazine Honors | ox te county. °°" Elmira (N. Y.) TELEGRAM . acxen, Oswego (Ore.) BUYERS’ GUIDE 
- . Ww rm Program, - 
‘Lumber Company cently featured « paticstc (Hanlon Wins hwnd v nour Huddleston Given 
The Wilcox Lumber Company |Of three California lumber ' Qéessa — Howard A. Hanlon, ave mem: Master Certificate 
hae received the Master Merchant | xecuuves WhO have $0 far F inresidont..of Cotton-Hanion, Inc.. Lumber 
, — master mercharit recognition [Ogersa i%e received the coveted e Jackson Mr. A. Jack Huddleston of the 
Award from American Lumber- The Certificate cites Bur [yy>:te, Merchant certificate award lon. end Makeside Lumber Co, Oswego, has 
rian magazine, a national trade| for “intelligent managemen ;.<n) American Lumberman Mage- i Or@ANIZA- Peeeived the coveted Master Mer 
plication. @ressive merchandising and “ine Chicago, Ill. takes an h flor ese 4 
P entious service to his custom eration of Chant certificate award from Amer 
7 a J. W. Wilcox Sr. and J. M. Wil- oe _ This award is made to outstand. - can Lumberman magazine, Chicago, 
e old garage v= Jr president and vice- cegmm' inz buildine materials dealers se- tstanden Miaols ‘ 
sre Rica president, respectively, were fea- lected by the editors of American a ell F 


ed in an article which appeared Lumberman, a national trade mag- This award is 


JOURNAL 





1 the February issue of the pub- 
heation 


Yhe Master Merchant Award is 


az..7. In recognition of “intelligent 
|man’vement. » progressive mer- 
|chands * ‘g and conscientious serv- 


to outstanding 
buildiog materials dealers selected 
by tbe editors of 4mericaa Lumber- 


Man. @ Dational trade magazine, in 
eeorniuon intelligent manage 
trent prerreselve merchandising 
aod -nwentlous service to their 
‘consumers aud community.” 

Mr. Huddleston and his organt. 
tauon were featured tu a three- 
vage article in the magazine. He 
is the first retail tumberman to re- 
ceive the Master Merchant award 
in the state of Oregon 


Albuquerque (N. M.) JOURNAL 


given by the editors for “intelli- lice to pe nsumers and community.” 

gent management, progressive mere Mr Haticy and hie organization 

chaadising and service to consum-' jwere a in a four-page ar- 
acm we "— tie ne 

ers dnd community vi le in t e 


Springfield (Ill.) STATE JOURNAL-REGISTER 
WIN LUMBERMAN’S AWARD 


r Receiv 
Award 


resident of Th 
Coal Compan) 
d the covete 
rtificate awar 
nberman maga 
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é 





John F. Everitt, assistant Gen- | building materials dealers selected 
eral manager of the retail depart~-} 53 ety engorged 
nent * man in recognition oi 

TACe-Res Sean omens management, progressive merchan- 
is shown receiving the Master dising and conscientious service to 
Merchant certificate award frem | nis consumer and community.” 

W R. Kelly, president of the Okla-| A similar presentation has been 
toma Lumbermen's Association, at|made to L. G. Everitt, vice-pres- 
@ recent meeting addressed by Mr. |ident and general manager of the 
Everitt in Tulsa. Others in the | retail department. The Everitts and 
picture are Robert £E. Russell,|their Enid organization were fea- 
managing editor of American Lum-|tured in a three-page article in 
berman left American Lumberman, a national 

The ‘Master Merchant certificate |trade magazine for building ma- 

bward is presented to outstanding | terial’s dealers. 


John F. Everitt, right, assistant generat man- 
ager of the retail department, Long-Bell 
Lumber Co., is shown receiving the Master 
Merchant certificate award from W. R. 
Kelly, president, Oklahoma Lumbermen’s 
Association at a recent meeting addressed 
by Mr. Everitt in Tulsa. Robert E. Russell, 


de to outstand 


trade magazine 
intelligent man- 
ive merchandis- 
s service to their 


(left), 
president of the Albuquerque 


George L. Doolittle, 





D. Barker, center, and A. | dealers, 


gressive merchandising and con- 


= 


nunity.” n, right, of Barker, Gold- rand Lubin and their ar. | scientinue eervice to their con: 7 H , Lumber Co., ts shows ae ee 

his organizatios Vt managing editor of AMERICAN LUMBER sented the Master Merchant 

hree-page article - yd Merchant certincea Master Merchants M. D. Barker, center, MAN, left. Certificate Award by H. L. 
Jevine, Chicago and A. H. Lubin, right, of Barker, Goldman 


m magazine, Chicago, 

§ award is made te oy 
bl ling building materia). dee 
€r: throughout the counry 


(Hickum) Galles, Jr., right, 
vice-president of the Albuquer- 
que (N. M.) Chamber of Com- 
merce. 





& Lubin Co., Springfield, Ill., receiving the 
Master Merchant certificate award from 
he eduors of Amer: Richard W. Douglass, feature editor, 

ogee fOr building’ materic AMERICAN LUMBERMAN. 
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Your Gudrinedss 


and Moucpoly 


BY ROBERT Y. KERR 
Washington Correspondent 


Congress is again clearing the decks for 
legislative action against monopoly controls 


EP. EMANUEL CELLER of 
New York, chairman of the 
House Judiciary Committee, has a 
tough mission on his hands; one 
that directly or indirectly is going 
to touch every business in the coun- 
try. It’s what to do about monopoly 
control. 

Mr. Celler has separated this old 
problem into a couple of general di- 
visions. The long-range project 
deals with a theoretically sound 
governmental approach to monopo- 
ly controls. The short-range proj- 
ect, which Administration leaders 
hope to get enacted by the 8lst 
Congress, aims at amending several 
antitrust laws; something the lead- 
ers think can’t wait until the long- 
range study is finished. 

A person who thinks this study 
isn’t needed probably hasn’t taken 
a hard look at the 60-year-old 
tangle of trust-busting and regula- 
tory laws. He hasn’t tried to fight 
his way through the changes of 
policy, the annulments, amendments 
to amendments, creation of control 
agencies, rules issued and then alt- 
ered or revoked by these agencies, 
efforts of the courts to swamp out 
logical roads through the slash and 
so on and on. 


MONOPOLY ECONOMIC PROBLEM 
Congress has to deal with sub- 
jects like monopoly from a legalis- 
tic point of view, passing laws 
which forbid specified acts. But 
monopoly is an economic rather 
than a legal problem, at least to 
the extent that it emerges from 
business. And business is a posi- 
tive, living, expanding and closely 
interrelated affair. A negative 
law, hastily aimed at one isolated 
abuse, may rock the whole economic 
structure. Congress has found re- 
peatedly that a law honestly in- 
tended to protect small business has 
done no such thing; hence the hasty 
amendments and the adding of 
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makeweights to restore the balance. 
So it’s important, if possible, to 
know what ought to be done, in 
terms of the entire economy, before 
trying to hack out a law. 

Some background: Early anti- 
trust laws tried to force big con- 
cerns to compete, by regulating 
them or dividing them up, for the 
rather simple purpose of forcing 
prices down. Later there was a 
fear that vast family fortunes 
would dominate production and 
even distribution; and again com- 
petition was the remedy prescribed. 
Incidentally the predatory family 
fortune hasn’t proved out as a 
bogie; since ownership of most 
giant corporations is widely dif- 
fused and management isn’t often 
hereditary. 

Forced competition never went 
out entirely as a policy, but it did 
lose ground. This editor remem- 
bers well that L. P. Lewin, famous 
retail lumberman and association 
executive, frequently used to say, 
“competition is not the life of trade. 
It is the death of trade.” Well, 
there were abatements of Federal 
laws that had been passed to com- 
pel a whole-hog competition. In this 
abatement list were the Miller-Tyd- 
ings act and the Reed-Bulwinkle 
act, both of which will be mentioned 
later. 


THE URGE TOWARD REGULATION 

About the next urge toward mo- 
nopoly regulation issued from the 
fear that industrial and financial 
power might capture the Federal 
government, itself. A rather new 
approach, this time. The idea was 
that only the Federal government 
could represent the little fellow; 
also that only the government 
could function as umpire between 
such oufits as big business and big 
labor unions. There wasn’t much 
fear of bigness in business and 
unions; only the desire that the 
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government should be big enough 
and strongly enough based to do its 
control job. 

But it appears that bigness is 
about to get another going over, in 
the interest of effective competi- 
tion; also that reducing exercises 
may be prescribed. For example 
Adolf Berle told the committee that 
a corporation can expand in size 
beyond the point of having real 
competition. According to Wash- 
ington guesses, the Celler plan for 
dealing with business gigantism is 
to be a double-barreled affair. Some 
corporations do business of a kind 
that makes large size and quasi-mo- 
nopoly necessary. The idea is te 
put them under regulation, like 
public utilities. Other big concern 
are to be forced to split up. This. 
remember, is a guess. It’s also 3 
guess that you’ll hear about the 
plan in the next two election can- 
paigns. 

FORCED COMPETITION BACK 

Forced competition is reappear: 
ing, not only in the realm of gigant- 
ism but in other places. The Reed- 
Bulwinkle act exempts railroads 
from the operation of antitrust 
laws in some situations; in the field 
of rate making. An attempt wil 
be made at the next session of Con- 
gress to repeal this act. A similar 
lethal swat will be aimed at the 
Miller-Tydings act. This act give 
States the right to enact certain 
kinds of price-fixing laws at the re- 
tail level. It was intended to pro 
tect small retailers, but it seems 
to be making some suppliers afraid 
to deal with small retailers at all. 

Some big outlet companies are 

(continued on page 126) 
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| Sample Union Contract, Covering Retail Yard 


Personnel, is Result of Ohio Survey — 


Suggested contract follows 
study by Ohio State Univer- 
sity in cooperation with the 
Ohio Association of Retail 
Lumber Dealers; wide varia- 
tion in conditions of employ- 
ment noted 


R ECENTLY the Bureau of Busi- 
ness Research of the Ohio 
State University, in cooperation 
with the Ohio Association of Re- 
tail Lumber Dealers, made a study 
concerning provisions of collective 


| bargaining contracts in the indus- 


try in that state. Essentially, the 
study furnishes factual basis for 
policy determinations in both union 


» and non-union yards, wage rates, 


personnel 
tices 
ment. 
Copies of the report, Research 


and competitive prac- 
and conditions of employ- 


| Monograph No. 54, Provisions of 


Collective Bargaining in the Ohio 


» Retail Lumber Trade, are available 
| from the university at $1.50 each. 
| A second monograph is in prepara- 


tion and deals with a comparative 
study of wage rates in non-union 
yards and planing mills. 

Necessity for the study arose be- 
cause of the increasing difficulty 
lumber dealers have in establishing 
equitable personnel policies. Oper- 
ators of both union and non-union 
yards are interested in the terms 
and conditions of collective-bargain- 
ing agreements in force. 


The analysis was made of 30 
contracts, collectively covering 
around 100 of the approximately 
950 retail lumber yards in Ohio. 
Based on a recent sampling of 245 
yards it was found that about 25 
percent were unionized. Theoreti- 
cally, then, there are some 250 to 
300 unionized yards in the state. 


CURRENT CONTRACTS VARY WIDELY 


The study of the collective bar- 
galning contracts revealed many 
discrepancies, omissions and much 
Variation among the 30 agreements. 
For instance, 95 percent of the 
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ARTICLE VIII—ADJUSTMENT OF DIFFERENCES: “If a dispute arises, an 
honest effort will be made by both parties to settle such disputes in a peaceful 
manner.” 


firms gave paid vacations. About 
85 percent recognized six legal hol- 
idays; 5 percent recognized seven 
days. Forty percent of the firms 
pay vacations at straight time, 20 
percent pay on a percentage of an- 
nual earnings, and the rest pay a 
flat sum. Of the contracts studied, 
70 percent designate the union as 
exclusive bargaining agent for all 
employes. Twenty-five percent of 
the contracts call for a check-off 
for union dues. 


The average union contract for 
the retail lumber yard is a rather 
poor specimen of draftmanship and 
probably full of pitfalls for the 
employer. Consequently, legal coun- 
sel for the Ohio Association of Re- 
tail Lumber Dealers has drawn up 
a standard labor union contract 
for retail lumber dealers. It was 
designed to be fair and protect the 
legitimate interests of both em- 
ployer and union. It should be ex- 
tremely valuable for those firms 
having contracts and those who 
may be engaged in negotiations in 
the future. 

Findley M. Torrence, secretary 
of the Ohio association, warns that 
the standard contract is a guide, 
rather than a pony. There are 


many ways to express the same 
idea, and the standard contract 
may cover points management may 
not wish covered. Likewise, it 
omits. certain points which the 
union may want covered: call-in 
pay, check-off, union label, etc. The 
contract was not intended to be all- 
inclusive. 


The contract, however, is de- 
signed to place some responsibility 
on the union to stop unauthorized 
strikes, to set up a specific pro- 
cedure for handling grievances, 
and to provide for the employer’s 
right to submit grievances to the 
union. Too, the contract restricts 
the scope of the union’s function 
in employment problems so it will 
not invade areas that are essen- 
tially management’s. The. model 
contract handles the troublesome 
seniority section very nicely and 
gives the company some responsi- 
bility in determining’ seniority. 
Finally, the proposed contract pro- 
vides for advance, written notice 
of the desire of either party to alter 
the contract at least 60 days prior 
to the anniversary date of the 
document. The present contract 
shall remain in full effect pending 
completion of the negotiations. 
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SUGGESTED LABOR UNION CONTRACT FOR RETAIL LUMBER 
DEALERS 


This agreement, dated this 

day of 

is entered into by and between the x 
Lumber Company, its successors and 
assigns, hereinafter called the “Com- 
pany” and the members of Local 
Union Number of the Na- 
tional Brotherhood of 


AFL, hereinafter called the “Union.” 


The employes represented by the 
Union and covered by this agreement 
are referred to collectively as “em- 
ployes” or individually as “employe.” 

It is understood that this agree- 
ment shall be effective as of the 

day of 
..., Which shall be the anniversary 


ARTICLE I—RECOGNITION 


The Union shall be the sole bar- 
gaining representative of the classi- 
fications of employes covered by this 
agreement in collective bargaining 
with the company, excluding all 
supervisory employes with authority 
to hire, promote, discharge, discipline, 
or otherwise effect changes in the 
status of employes, or effectively 
recommend such action and (specify 
any others to be excluded). 


ARTICLE II—UNION SECURITY 


Section 1. All employes who are 
now members of the Union shall as 
a condition of employment continue 
their membership in the Union. All 
employes who are not members of 
the Union shall as a condition of 
employment sign an application and 
become a member in the Union within 
30 days from the date of the execu- 
tion of this agreement. No new em- 
ploye shall be required to join the 
Union until after the expiration of a 
probationary period which shall be 30 
days from the date on which he was 
first employed. After such 30-day 
period has expired, any such new 
employe shall join the Union and 
maintain his membership therein as 
a condition of employment. 

Section 2. The provisions of this 
article shall remain inoperative until 
such time as the National Labor Re- 
lations Board shall certify to the 
company after an election held in 
accordance with law that the union 
is authorized to execute a contract 
containing the above provisions, at 
which time this article shall become 
effective in its entirety without fur- 
ther action on the part of the parties. 


ARTICLE III—WAGES 


Section 1. The wage scale effective 
under the terms of this agreement 
shall be the scale set forth on the 
schedule attached hereto and marked 
“Exhibit A,” and shall be a part of 
this agreement. 

Section 2. All jobs, operations, and 
rate ranges shall be classified and 
set forth on Exhibit A. Where rate 
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ranges are agreed upon, all increases 
or decreases within the established 
range shall be on the basis of merit 
and shall be at the discretion of the 
company so long as there is no dis- 
crimination on account of member- 
ship or activity in the Union. 


ARTICLE IV—HOURS OF WORK 


Section 1. Forty hours composed 
of five days of eight hours each shall 
constitute a normal work week. All 
hours worked over eight on each 
eight-hour day or over 40 hours in any 
work week shall be considered over- 
time and paid at the rate of one and 
one-half times the regular hourly 
rate. This section shall not be con- 
strued as a guarantee of work by the 
Company. 

Section 2. All work performed on 
Saturday shall be paid at the rate of 
one and one-half times the regular 
hourly rate provided the five pre- 
ceding days have been worked or 
absence on one or more days in the 
work week has been due to justifiable 
cause as defined in Article V. Sec- 
tion 6. 


Section 3. All work performed on 
Sunday shall be paid for at the rate 
of double the regular hourly rate 
except as to the following employes 
(specify any maintenance employes) 
who shall be paid at the rate of one 
and one-half times the regular hourly 
rate but only in the event that .they 
have previously worked 40 hours dur- 
ing the preceding work week or who 
failed to do so for justifiable cause. 

Section 4. Under no circumstances 
shall this agreement be construed as 
requiring the company to pyramid 
overtime pay or to include any over- 
time compensation in the regular 
rate of pay for the purposes of com- 
puting overtime. 


ARTICLE V—HOLIDAYS 


Section 1. For the purposes of this 
agreement, the following days shall 
be recognized as holidays: (Specify 
the days agreed upon). Employes re- 
quired to work on any of the above 
days shall receive compensation at 
double the regular hourly rate, pro- 
vided further that no work shall be 
performed on Labor Day except such 


as may be necessary to preserve life 
or property. Compensation to em. 
ployes who work on such holidays 
shall be in addition to the holiday pay [ 
hereafter set forth. 

Section 2. After an employe has 
been with the Company for a period 
of six (6) months or more he shal] 
be entitled to receive holiday pay at 
the rate of eight (8) times his regu. 
lar hourly base rate for each of the § 
following holidays which he is not f 
scheduled to work: 

(List days agreed upon.) 

In the event any of the above holi- 
days fall on a day of the week on 
which no work is ordinarily sched. 
uled, said holiday shall be observed 
either on the day preceding or the 
day following, at the Company’s dis. 
cretion, and the employe shall be 
entitled to his regular pay for such 
day not worked in lieu of pay for the 
holiday. 

Section 3. If an employe is not 
scheduled to work on one of the above 
holidays, he shall, nevertheless, not 
receive pay for any such holiday if he 
fails to report for work without justi- 
fiable cause as defined herein on the 
two scheduled work days preceding 
and the two scheduled work days 
following any such holiday. 

Section 4. In the event that any of 
the enumerated holidays fall during 
an employe’s vacation period, he shall, 
in order to prevent the creation of 
any inequity, receive pay for the 
holiday which falls during the vaca- 
tion period, in addition to his regular 
vacation pay. 

Section 5. An employe shall forfeit 
his pay for holidays not worked at the 
rate of one full holiday’s pay for each 
five days or part days absent from 
work without justifiable cause as the 
same is defined herein. Part days 
absent shall mean more than four 
hours absent in any one day. 

Section 6. It is understood and 
agreed that an employe shall be con- 
sidered absent for justifiable cause in 
the following instances only: 


(a) Away on vacation granted 
by the company. 

(b) So sick that he is unable to 
report for work and is able 
to prove such sickness. 

(c) The sickness of some mem- 
ber of his immediate family 
makes his attendance im- 
possible and he is able to 
prove such sickness. 

The death of a member of his 
immediate family. 

(e) If he has been advised by his 
supervisor that his services 
are not required. 

(f) Is otherwise absent because 
of direct action initiated by 
the Company. 

(g) Is absent on account of jury 
duty. 


Absence for any other reason shall 
not be considered justifiable cause. 
These provisions are for the purpose 
of preventing forfeitures only and 
unless otherwise provided shall not 
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be construed as requiring pay for 
such time absent. 


ARTICLE VI—VACATIONS 


Section 1. An-employe shall be 
eligible for a vacation of one (1) week 
if he has twelve (12) months’ con- 
tinuous service with the Company but 
less than five (5) years’ service prior 
to the Ist day of June (or any other 
date desired) of any year which shall 
be considered the first day of the 
vacation year. 

Section 2. An employe shall be 
eligible for a vacation of two (2) 
weeks if he has five (5) years’ or 
more continuous service with the 
Company prior to the 1st day of June 
(or any other date desired) of any 
year. 

Section 3. An employe receiving a 





vacation of one (1) week shall re- 
ceive forty (40) hours’ pay and an 
employe receiving a vacation of two 
(2) weeks shall receive eighty (80) 
hours’ pay. An employe entitled to a 
vacation of two (2) weeks shall, at 
the option of the Company, take twa 
vacations of one week each. 

Section 4. Vacation pay shall be 
figured at the employe’s average 
straight-time. hourly rate for the six 
(6) weeks immediately preceding his 
vacation. 

Section 5. Vacations shall be taken 
at times to be fixed by the Company, 
but an earnest effort will be made to 
grant vacations at times most suit- 
able to the employe. As between em- 
ployes, the persons with the most 
seniority shall have preference if 
possible. 

Section 6. Absence from work for 
ten (10) consecutive work days ex- 
cluding Sunday and holidays except 
for justifiable cause as herein defined 
Shall break the continuity of employ- 
ment for the purpose of computing 
vacation eligibility and such an em- 
ploye, if employment is resumed, shall 
acquire the status of a new employe 
for the purpose of computing eligi- 
bility for vacation. 

ection 7. Employes who resign or 
aic discharged shall lose all vacation 
rights unless the discharge is in vio- 
lation of this contract. 
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Section 8. An employe shall not be 
entitled to any vacation with pay in 
any vacation year in which he has not 
been actively at work and received 
pay in at least eighty per cent (80%) 
of the pay period in such vacation 
year; provided, however, that in the 
case of disability due to injury while 
at work, which disability alone pre- 
vents the fulfillment of the above re- 
quirement, said foregoing provision 
shall not apply during the vacation 
year in which such disability occurred 
and a period of six (6) months there- 
after. 


ARTICLE VII—SENIORITY 


Section 1. In the event of promo- 
tions, lay-offs, and re-employment, 
seniority shall prevail providing that 
ability and general fitness for the job 
are substantially equal. The determi- 
nation of ability and fitness for the job 
is the sole responsibility of the Com- 
pany. (Note: If departmental seni- 
ority is desired, it should be specified.) 

Section 2. In the event a promoted 
employe is found not to have the 
ability to perform the work required 
in his promoted job within (a reason- 
able time should be specified), such 
employe shall be placed back in his 
former position and shall retain his 
seniority and pay rate at the former 
position from which he was promoted. 

Section 3. Loss of Seniority. Senior- 
ity shall be broken for the following 
reasons: 


(a) If the employe voluntarily 
leaves the employ of the company. 

(b) If the employe is discharged 
and the discharge is not reversed 
through the grievance procedure. 

(c) If an employe who has been 
laid off ‘fails to return to work within 
four (4) days after having been 
notified, by mail, at his last known 
address, the Shop Steward shall be 
notified and shall be given one addi- 
tional day to produce said employe 
for work. Should he be unable to do 
so, said employe shall be presumed to 
have quit his employment and be 
deemed to have lost seniority. 

(d) If an employe is absent from 
work for forty-eight (48) hours (ex- 
clusive of Sundays and_ holidays) 
without notifying the Company in 
writing. 

(e) If an employe fails to report 
for work at the termination of a leave 
of absence. 

‘Section 4. Employes discharged for 
cause shall lose their seniority rights, 
provided no grievance is submitted 
within forty-eight (48) hours. (Ex- 
clusive of Sundays or holidays.) 

Section 5. It is agreed that the 
Company and the Union will co- 
operate in drawing up a seniority list 
of each department and for the entire 
plant, which shall be posted in loca- 
tions available to all employes. Any 
objections to said lists must be made 
within one week after they are posted. 

Section 6. Any new employes of the 
company shall be considered proba- 
tionary employes for seniority pur- 


poses until they have been in the 
employ of the company for sixty (60) 
days. After they have been in the 
employ of the company for 60 days, 
they shall cease to be probationary 
employes for the purpose of seniority 
and shall be entered on the regular 
seniority list. 


ARTICLE VIII—ADJUSTMENT 
OF DIFFERENCES 


Section 1. There shall be no strikes, 
slow downs, or other work stoppages 
by the Union, and no lock-outs by the 
Company during the life of this 
agreement and any strike, slow-down 
or other work stoppage by the Union 
or lock-out by the Company shall be a 
violation of this agreement. If a dis- 
pute arises, an honest effort shall be 
made by both parties to settle such 
disputes in a peaceful manner. The 
Union agrees that in the event of an 
unauthorized strike, it will use its 
best efforts to terminate the same and 
will publicly denounce the same and 
request the strikers to return to their 
work. Failure to take such public 
action shall be prima facie evidence 
that the strike was authorized by the 
Union. 





Section 2. Any claimed grievance in 
order to receive consideration must be 
based on some alleged violation of 
this agreement and must be presented 
promptly after the occurrence of the 
act which gives rise thereto. When 
such grievance arises, an honest and 
earnest effort shall be made to settle 
the same immediately by the follow- 
ing procedure, each method to be ex- 
hausted before resorting to the next. 


a. Step One. By a conference be- 
tween the aggrieved employe and his 
foreman. 

b. Step Two. By a conference be- 
tween the aggrieved employe, the 
shop steward, or both, and the man- 
ager or superintendent of the com- 
pany and the employe’s foreman. 

c. Step Three. By conference be- 
tween the shop steward, business 
agent, or international representative, 
or all of them, and the manager of 
the company and/or the representa- 
tives of the manager of the company. 
All grievances submitted under Step 
Three must be in writing. 


d. Step Four. In the event the last 
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step fails to settle grievance, it shall 
be submitted to arbitration in ac- 
cordance with Section 3 hereof. 

Section 3. A Board of Arbitration 
shall be set up in the following man- 
ner. The Union shall appoint one 
representative and the Company shall 
appoint one representative. If these 
two, after consideration of the prob- 
lem, are unable to agree, they shall 
select a third neutral party and these 
three shall constitute an Arbitration 
Board with power to subpoena wit- 
nesses, hear testimony, and render a 
binding decision on both parties. 
Their findings shall be final and con- 
clusive on all parties concerned. The 
costs of the third arbitrator shall be 
borne equally by the Company and 
the Union. All grievances submitted 
to arbitration hereunder must be in 
writing and the jurisdiction of the 
Arbitration Board shall be restricted 
to alleged violations of this contract. 

Section 4. When a settlement is 
arrived at, at any stage of this pro- 
cedure, such settlement shall be final 
and binding. 

Section 5. The following time limits 
are placed on the handling of griev- 
ances in accordance with the above 
procedure: 

a. No grievance shall be processed 
under the above procedure unless 
presented by the employe or the 
Union to the Company within five 
(5) working days from the occurrence 


which constitutes the basis for the 
grievance. 

b. If any grievance is not settled in 
the first step of the above procedure 
within three (3) days from the time 
first submitted therein, it may be 
submitted in the second step. 

c. If not settled in the second step 
within ten (10) days from the time 
submitted therein, it may be sub- 
mitted in the third step. 

d. If a grievance in any step of the 
above procedure is not submitted in 
the next step within two (2) days 
after the expiration of the time 
limits above set forth, the right to 
process such grievance in such next 
step or in any succeeding steps is 
forfeited. 

ARTICLE IX— 
MANAGEMENT RIGHTS 

The management of the business 
and the direction of the working 
forces including the right to plan, 
direct and control plan operations, 
hire, suspend or discharge for proper 
cause, relieve employes from duty 
because of lack of work or for other 
legitimate reasons, the right to study 
or introduce new or improved pro- 
duction methods or facilities and the 
right to establish and maintain rules 
and regulations covering the opera- 
tion of the plant, a violation of which 
shall be among the causes for dis- 
charge or other disciplinary measures 
or any other prerogatives of manage- 


ment not specifically excepted in this 
agreement shall be solely and ex. 
clusively within the unreviewable re. 
sponsibility and prerogatives of the 
company and not subject to settle. 
ment as a grievance or by arbitration 
under Article VIII of this agreement, 
provided, however, that this article 
shall not be construed as authoriz- 
ing any act upon the part of the 
company contrary to or inconsistent 
with the provisions of this agree. 
ment. 
ARTICLE X—DURATION 

The Company and the Union agree 
one with the other that they will 


abide by this agreement which shall 
remain in full force and effect until 





DEALERS! JOBBERS! 


The MONARCH OVERHEAD DOOR opens 
the way to More Sales this Fall 


Now is the time to cash in on the demand for low cost 
garages. Get this business by featuring these 
Sales Advantages of Monarch Poors 


Tight fit against jambs 
Twenty-one stock models available 


13%"' or 134" thickness 
Douglas Fir 


Solid steel ball bearing rollers 
Galvanized multiple strand cable 
Heavy |2 gauge 8" hinges 


Interlocking shiplap weatherproof 
joints Doors 


Cylinder lock and keys 
Easy counter balanced operation 


Immediate shipment from stock 


Multiple Fir plywood panels 


Silent cable lift 
Ball bearing cable sheaves 


Standard %" 
door 


eled 








Galvanite rust proof track 





Monarch Style—87 
8'0' ‘ x 7'0" 
6 Panels Wide 


locking bars across 4 Sections High 





All extra heavy hardware 


and hardware guaranteed 
one year 


Furnished either all sections pan- 
or top open on 8'0" x 
7'0'' doors 














MONARCH DOOR, Ath ao, Po. 
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Ask ho h Id the  S <—— Si Al 
Weethalee. Mal Gt oon: “The ‘eosin: — a i et 


Fireplace is easier to sell.’’ That’s because 

it’s better known, more widely used. Home Scientifically Designed 

planners and builders have seen it advertised 
for almost as long as they can remember. They NO VITAL PARTS TO BUILD 
know it has been proved in thousands of Ce 
homes and camps from coast to coast. They 
respect its merits. They’ll believe you when 
you tell them that, “‘it’s America’s Leading 
fireplace.’’ 


It would be easier—and cheaper—to elimi- 
nate such essential parts of the Heatilator 
as the downdraft shelf and smoke dome, 
and require these parts to be built by the 
installer on the job. However, the risk of 
faulty operation would be too great—and 
installation costs would be sharply in- 
creased. Therefore the Heatilator has been 
designed as a complete unit from floor to 
chimney flue—with all vital parts neces- 
sary to insure a correctly operating and 
satisfactory fireplace. 





Write now for latest dealer information— 


HEATILATOR, INC. 
319 E. Brighton Ave., Syracuse 5, N. Y. 
*Heatilator is the registered trade name of HEATILATOR, INC. 


HEATILATOR FIREPLACE 
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SAME OLD STORY 


Price competition continues to rage 
in most areas. Reports indicate it is 
even worse than before the war due 
to the fact there are so many new 
yards. In such cases the dire results 
of profitless sales have yet to be ex- 
perienced. 1949 will bring the first 
dose of bitter medicine. Volume re- 
mains high. So do operating costs. 
“Meeting prices” raises havoc with 
profits. The net, in many cases, is 
going down at an alarming rate. 
Gradually, but surely the picture is 
changing. 

* * 

When too many dealers quote on 

identical items, price competition 

is the inevitable result. 


* * * 


BE DIFFERENT 


The first step in profitable selling 

. especially as it pertains to house 
jobs, barn bills and such ... is to be 
in a position to quote on something 
different. This is not possible on all 
items. However, it doesn’t take many 
of such items to turn the sale from 
a loss into a profit through the use 
of efficient salesmanship. 


* * * 


Fear is at the bottom of prac- 
tically all price cutting. 


* * * 


INFERIORITY COMPLEX 


Fear and laziness are said to be 
the arch enemies of all salesmen. Not 
many men are inherently lazy, at 
least to the point where their failure 
can be attributed to such a cause. 
Not so with fear. It probably is true 
that fear is a more or less common 
trait in the majority of salesmen re- 
gardless of whether it is called timid- 
ity, reluctance, bashfulness, inferi- 
ority complex or any other of many 
similar terms. Few men will admit 
they are afraid and perhaps that is 
too harsh a term to describe how a 
salesman feels when he is about to 
tackle a highly competitive sale which 
the boss says he must make “or else.” 
Called by any other name it still is 
closely akin to fear. And it’s costly! 


* * * 


Courage, the opposite of fear, is 
the all-essential ingredient in 
profitable selling. 
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MERCHANDISING 
CLINIC 


“Meeting the price” has no part 
in the program of the dealer who 
knows his salesmanship. 


s = «@ 


CHAIN REACTION 

The selling technique (if it can be 
called “selling’) of the price cutter 
is to generate fear by broadcasting 
impossibly low prices on standard 
items. Actually, such quotations re- 
ceive far more attention from com- 
petitors than from ultimate consum- 
ers. Few of the latter are interested 
unless they happen to be immediate 
prospects. Furthermore, not many of 
them know enough about prices to 
determine how low they actually are. 
On the other hand, dealers assume 
erroneously that such quotations stir 
up the consumer as much as it does 
them and the chain reaction starts. 


* * * 


FORGET COMPETITION 
It may sound difficult to forget the 
dealer who depends solely on price in 
order to make the sale. To undersell 
the low bidder, and still make a profit- 
able sale is seldom possible. It is only 
when the list of material is studied 
earefully in order to include the best 
possible values to the prospect that it 
can become a worth-while transaction 
to seller and buyer. When this is 
done, intelligent salesmanship can 
then be employed. In the end the 
purchase becomes as profitable to the 
buyer as to the seller and that, of 

course, is the way it should be. 


* * * 


“Low bid buyers” seldom are as 
successful in the long run as 
buyers who place major emphasis 
on quality and service (satisfac- 
tory end use). 


* * * 


SELLING IS SERVING 

Here is the way it works out. A 
large warehouse which was to be 
erected in a certain city required large 
quantities of material on which the 
margin of profit usually is small. The 
job was _ highly competitive since so 
many dealers were willing to make 
the sale for the “prestige” involved. 
One dealer, who had little confidence 
in the value of “prestige” when it 
comes to paying bills, adopted a 
completely different approach. He in- 
terested the contractor in a trussed 
roof job with precut framing and 
pressure-treated material for all 


by R.E.S./ 


critical areas. The full force of in- 

telligent salesmanship was used and 
the sale was made... not on price, f 
but strictly on a performance basis. f 
The owner is so highly pleased with 
the end result that he never ceases [ 
to sing the praises of the contractor f 
who erected the structure and the f 
lumber dealer who sold the material. 


es *£ * 


Actually what the ultimate con- 
sumer wants (far more than 
price) is satisfactory service. 


* %* * 
HIGH COST OF 
DISAPPOINTMENTS 


Nothing is more damaging to the 
lumber dealer than the complaints of Ff 
dissatisfied customers who take par- fF 
ticular delight in broadcasting the [ 
fact that they got “stung” ...a com- 
mon complaint when jobs are sold on F 
a price basis and it becomes neces- 
sary for the dealer to furnish the low- 
est grades possible. A_ profitless 
transaction is bad enough but a dis- 
satisfied customer is worse. The com- 
bination of the two losses, if repeated 
often enough, will raise havoc with 
any dealer. 

* * * 

What makes competition so tough 

in the second largest year in the 

history of the lumber industry? 


* * * 


ANSWER 


1948 was the retail lumber indus- 
try’s largest year. 1949, from all ap- Ff 
pearances, will be a close second as 
far as dollar volume is concerned. 
Unit-wise it is ahead of last year 
in many yards. Still competition 
rages. Why? 

Answers will be found in such fac- 
tors as over-production, “expecting” 
a bad turn (which didn’t develop), 
rusty salesmanship, inability to re- 
adjust to a buyers’ market, price de- 
clines (which caused prospects to 
wait for further drops), lack of cour- | 
age, the tendency to run to cover and 
wait things out, reduction of advertis- 
ing and promotional expenditures in 
order to “save money,” fear of the 
fly-by-night operator (already in 
trouble) trying to hang on a while 
longer, low or broken stocks which 
required further searching on part of 
prospective buyers. 

All such factors add oil to the com- 
petitive flames. 
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Boston Varnish Company « Everett Station » Boston 49, Mass. 
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Color Scheme 


ER 
Kyanize Golot Recipes ARE YOUR ANSWER, MR. DEAL 
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1. 


National Magazines. 





= Women may now select their paint color 
schemes from these magazines and obtain 
specific Kyanize Color Recipes for them. 
If you are a Kyanize dealer, they will come 
to you to secure them. 


3. 
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get new customers, sell more paint. 





HERE’S HOW KYANIZE COLOR RECIPES WORK! 


The greatest paint and color influences 
today are the color illustrations in 


Kyanize Color Recipes give 
\\ easy directions for matching 
\\ the paint color schemes that 
have been chosen from the 


Kyanize offers Kyanize Color Recipes free at 
Kyanize Paint dealers through a powerful na- 
tional advertising campaign ... helping dealers 


SURVEYS HAVE SHOWN over 


and over again that women will 





















buy where they get decorating 


help. 


NOW Kyanize equips you to give 
sound, up-to-date, practical help, 
thanks to Kyanize Color Recipes. 
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Cash in! Tie in! Write. wire or phone 
for dealership information. 
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Profit Making Forum 


ee ee a beeen 

jerry builders — fly-by-nigh 
ON THE LOOSE applicators—out of town, is 

to warn your building public 

exactly what to look for and 
what to expect. An informed public is not an easily 
duped public! An ignorant public is prey to every 
price-cutter in town. The dealer who always waits 
to “let George do it,” can expect more serious in- 
roads from these termites. Current reports show 
that this menace to local building profits is on the 
increase. 

The time to act is before it seriously attacks your 
trading area and profits. Use your local newspaper 
where your warning to the public will really be 
heeded. This low-cost method of educating thousands 
of building and modernization prospects to look out, 
carries authority and gets high readership and action 
when it appears in the columns of a newspaper. 


PRICE-CUTTERS pd way to act is to lead off 
wit a good tough news- 
ON THE RUN paper ad headline: “WATCH 
OUT FOR THIS GANG- 
STER!” The bolder and 
blacker your headline, the better. Then get over your 
story with the force of a pile-driver. It will be re- 
membered if you do! Here’s one way: 

Directly underneath your headline, run the follow- 
ing sub-head in smaller, boldface type capital let- 
ters: “HOW TO LOSE YOUR SHIRT—”. Then tell 
your well-meaning, misguided, bargain-hunting pub- 
lic about the specific losses to pocketbooks and living 
comfort which automatically follow any dealings with 
price cutters and Uncle Jerry builders. Tell them in 
short, clipped, telegraphic copy. Copy that makes no 
bones, minces no words. 


YOUR 
WINNING 
HAND 


No game is ever won with one 
face card. Your first ad should 
definitely be your longest and 
strongest. Follow it up with 
three or four 2 or 3 column ads 
at intervals of a week or 10 days apart, first, to make 
your point, and make it stick with the public; second, 
to show all fast-talking, unethical competition you 
really mean BUSINESS. 

If necessary, repeat your first ad—naming no 
names but making no mistake about the species, and 
how to recognize it! This safeguards your own profits. 
Any signed ad that protects the community and its 
families—and helps rout undesirables—automatically 
wins community-wide gratitude, goodwill and support 
for the dealer who runs and signs such ads. 

Here’s more advertising ammunition to help you 
rid your trading area of this menace to ethical build- 





by Norm Advertising, Inc. 
New York, N. Y. 


ing and safe, well-built homes or properly modernized 
ones. Try these headlines for impact and high reader- 
ship. “DON’T LET THIS HAPPEN TO YOU”; 
“HOW TO KEEP YOUR SHIRT ON!!”’; “UNCLE 
JERRY’S COMING TO TOWN”; “IF YOU WORK 
HARD FOR YOUR MONEY THIS CONCERNS 
YOU”; “IF YOU HAVE ANY SAVINGS IN THE 
BANK THIS CONCERNS YOU.” 


Far too many dealers aren’t 
getting as much free news- 
paper space as they can, 
either because they aren’t 
availing themselves of this 
wonderful opportunity to attract more attention and 
sales or because they do not know what makes a good 
publicity story that their local editors can use. 

Make no mistake about it—a story about you, your 
industry or your opinions on building adds a lot to 
your prestige and opens up many opportunities for 
increasing business. Constant newspaper publicity 
stories and mentions of you and your yard are of 
tremendous and far-reaching value for three reasons. 

First, any stories appearing in the free columns 
of your newspaper carry the implied endorsement of 
the newspaper, its publishers and editors. Second, 
the things people read most frequently in local news- 
papers are local news stories. Most of us are country 
boys at heart—enjoy reading about the people and 
things we know and understand, and locales and con- 
ditions that are equally familiar and understandable 
to us. 

Third, many fine building and modernization pros- 
pects live on outlying farms—have little way of 
knowing anything personally about you and really 
getting to know you at a distance, except through the 
columns of their local newspapers. 

If you’re going to make a dent in your community 
—or want to make a bigger dent—first learn what 
makes a good, usable publicity story from your editor’s 
viewpoint. Then supplement your regular newspaper 
advertising with periodic publicity releases to your 
local press. 


FREE 
NEWSPAPER 
SPACE 


WHAT GOES IN? Any story that takes up free 


space must do one of three 

things: 1) announce some- 

thing of real news; 2) give 

detailed information on some- 
thing of special interest though not necessarily of 
hot, just-off-the-press news value. .. Why stories and 
how-to stories, for example; 3) provide entertainment 
value. 

Any building or remodeling trend you observe in 
your trading area is of news value, any addition to 
your headquarters, your staff, your services. Any- 
thing you can build up to sound new or different 
about your yard. 
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leading 
Mid-west 
millwork 
manufacturer 


“When we introduced Gate City Awning Windows, we 
expected some skepticism. To our surprise, acceptance was 
almost instantaneous. Architects and big builders welcomed 
them. Now it seems as though one sale automatically leads 
to another. We count Gate City Awning Windows as a 
very profitable part of our business.” So says Mr. Charles 
F, Paul, President, Fox Brothers Manufacturing Co., St. Louis. 


Mr. Paul is only one of many torward-looking building- 
material men in all parts of the country who have seized 
the profit opportunities in this nationally advertised line of 
awning windows. Every home, hotel, apartment house, 
church, school, housing development, motel and factory 
is a prospect. 


Get all the facts today. Write for our attractive prop- 
osition and schedule of discounts. Gate City Sash & Door 
Co., Dept. AL-10, Fort Lauderdale, Florida. 


QUICK FACTS ABOUT 
GATE CITY AWNING WINDOWS 


® 100% ventilation -—scientifically controlled. 
® Won't squeak, stick, rattle, or flutter. 

® Cools off stuffy rooms in hot weather. 

© Safe to clean; safe to leave open. 

© Screens and storm sash installed indoors. 
¢ Trouble free worm and gear crank! 

© Tilted sash deflect rain. 

© One size fills 75% of your orders. 
© Proved by 8 years of service! 

e Toxic treated for added service. 


_=> Gate City... 
AWNING WINDOWS 


Export Sales Representative, Frazar & Company, 50 Church Street. New York 7, N.Y.,U.S.A. 
Cable address: Frazar, N.Y. Agents in principal cities throughout the world. 






BuitpinGc Propucts MERCHANDISER 





Do 


You Know 


YOU CAN INCREASE QUALITY 
AND REDUCE HOUSING COSTS 
by selling all three 
SISALKRAFT PRODUCTS 


1. SISALKRAFT Reinforced Buil 


SISALKRAFT is the best sheath- 
ing paper that money can buy! 
Costs very little more than ordi- 
nary tar paper... but it costs 
less to apply. Use SISALKRAFT 
for OUTER WALLS over sheath- 
ing... for INTERIOR WALLS, 
as a vapor-barrier (FHA-ap- 
proved) . . . UNDER WOOD 
FLOORING ... UNDER RUB- 
BER TILE for “‘on-grade” floors 
. . . OVER SUB-FILL (under * — 
concrete slabs) . . . under radiant heated floor slabs. 


2. SISALATION Reinforced Reflective 


At about $25 per 1000 sq. ft., 
SISALATION saves 50% or 
more, compared with bulk or 
blanket-type insulation. SISALA- 
TION also costs less to apply. 
Provides BOTH sidewall insula- 
tion and vapor-barrier (FHA-ap- 

roved). Lining attics with 
SISALATION makes them more 
livable and attractive. ¢ SISALA- 
TION and SISALKRAFT, used 
together, provide modern DRY 
WALL construction... SISALA- 
TION for effective insulation and 
vapor-sealing from the inside . . . SISALKRAFT for weather- 
sealing from the outside. Highest QUALITY construction at 
low cost! 


3. COPPER ARMORED SISALKRAFT 


For about 75¢ per window or + i ST 
door opening, you can get this 
pure copper flashing. Highest 
quality, low-cost, enduring pro- 
tection ... for flashing door and 
window openings, foundation 
damp-coursing, ridge roll and 
other flashing, waterproofing 
shower stalls . . . and other con- 
cealed flashing uses. 


See Sisalkraft Insert in 
Sweet's BUILDERS’ File 


Sell all three 
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products for 
quality housing 
at low cost 
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i The SISALKRAFT Co., Dept. AL, 205 W. Wacker Dr., Chicago 6, Ill. , 
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The SISALKRAFT Co., Chicago 6 » New York 17 + San Francisco 5 








SEND FOR THESE: 


In the first product literature com- 
petition, sponsored by a joint com- 
mittee of the American Institute of 
Architects and Producers’ Council, 
the 37-page “Manual of Gypsum 
Lathing and Plastering,” distributed 
by the Gypsum Association received 
a Certificate of Merit, as literature 
“deemed to be of a character which 
represents an excellent example of 
promotional product literature, and, 
as such, deserving of commendation.” 
The GA’s manual, published in 1948, 
gives a thorough treatment of the 
history, manufacture and develop- 
ment of gypsum plaster... its cor- 
rect application, physical properties, 
fire resistive ratings, and plastering 
problems and their solutions. Book- 
lets may be obtained from the Gyp- 
sum Association, Dept. AL, Civic 
Opera Building, Chicago 6, III. 


The Composite Water Well Supply 
Catalog, one of the most complete 
ever published for the water well 
industry, lists all the equipment neces- 
sary to drill and produce a well. It 
is designed to serve as a complete 
reference book for operators’ require- 
ments. Carried in the catalog are ap- 
proximately 150 broad equipment 
classifications. Write Water Well De- 
partment AL, The National Supply 
Company, P.O. Box 416, Pittsburgh 
30, Pa. 


Move More for Less is the title of a 
3l-page belt conveyor bulletin, pre- 
senting complete information on sta- 
tionary, portable and 16 types of 
special purpose belt conveyors, both 
troughed and flat belt. Included are 
future applications and methods of 
selection of belt conveyors; dimen- 
sions, weights and specifications for 
standard head, tail and intermediate 
sections; lattice, channel and timber 
frames; and terminal machinery. For 
copies write Lippmann Engineering 
Works, Dept. AL, 4603 W. Mitchell 
St., Milwaukee 14, Wis. 


One, two and three column matrices 
of advertisements showing how Pro- 
tekwood may be used in construction 
grain bins are now being made avail- 
able to lumber dealers for use in local 
newspapers. Write United States Ply- 
wood Corporation, Dept. AL&BPM, 
Weldwood Bldg., 55 W. 44th St., New 
York 18, N. Y. 





Data on Kaiser Aluminum Shade 
Screening is available in a new book- 
let. Charts illustrate how the screen- 
ing blocks solar radiation under maxi- 
mum heat conditions by barring pas- 


94 


sage of the sun’s rays at its higher 
altitudes. Included are engineering 
data based on transmission tempera- 
ture tests on shade screening as com- 
pared with ordinary insect screen. 
Also incorporated are tables enabling 
an engineer to calculate cooling 
loads, with examples showing their 
application. For copies of the data 
book write Permanente Products 
Company, Dept. AL, Kaiser Bldg., 
Oakland 12, Calif. 


A Technical Data File describes 
Bakelite resin binders for sand cores 
and the production economies that 
can be achieved through their use in 
present foundry operations. The 
Data File, assembled for easy inser- 
tion in loose-leaf binders, includes 
technical bulletins on Bakelite urea 
and phenolic sand core bonding resins 
for ferrous and non-ferrous metal 
castings, and provides data on prop- 
erties of resins as well as sugges- 
tions and procedures for typical core 
mixes. Actual foundry practice has 


_ shown that the use of these Bakelite 


resins makes possible shorter baking 
cycles, smoother surface finish, and 
minimizes core rejects. Write Bake- 
lite Corporation, Dept. AL, 300 Madi- 
son Ave., New York 17, N. Y. 


An extensive line of aluminum roll- 
formed shapes, produced on order 
from stock dies, is described in a new 
Reynolds catalog containing drawings 
with dimensions. Bound in attractive 
and handy loose-leaf style, the cata- 
log tells how the manufacturer can 
reduce scrap and speed up production 
by the use of roll forms in long 
lengths. It also describes the ease of 
bending, accuracy and smoothness of 
finish of this type of shape. The cata- 
log will be sent without charge to 
those requesting it on company letter- 
head. Ask for Catalog 44-01. Write 
Reynolds Metals Company, Industrial 
Parts Division AL, 2000 S. Ninth St., 
Louisville 1, Ky. 


“Joy Core Drill Supplies and Equip- 
ment” is the title of a new catalog on 
auxiliary core drilling equipment. For 
use by all owners or operators of 
core or diamond drills, this 36-page 
catalog, (Bulletin D-18), contains 
illustrations and specifications for a 
complete line of core barrels, bits, 
drill rods and other equipment 
necessary for diamond core drilling 
operations. When requesting bulletin 
please state type core drill on which 
equipment will be used. Write Joy 
Manufacturing Company, Dept. AL, 
Henry W. Oliver Bldg., Pittsburgh 
22, Pa. 


Insulite Offers New Sales Aid 


An attractive album of insulat- 
ing siding application photographs, 
is now being offered to dealers at 
cost. The album contains 15 dif- 
ferent 8 x 10” glossy photographs 
of prize applications of shake, 
shingle, stone and brick design in- 
sulating siding. Measuring 9 x 11”, 


the album has an embossed cover 
of black fibre and 10 transparent 
sleeves that accommodate up to 20 
photographs. Twin wire spiral 
binding makes the sheets easy to 
turn. Write Insulite, Dept. AL, 500 
Baker Arcade Bldg., Minneapolis, 
Minn. 


Round Frame Louvre 


The Webb Manufacturing Com- 
pany announces an entirely new 
product in its line of roundvented 
windows, the 18” round frame 
louvre shown in the photograph. 
Other models in the line are the 
Roundvent No. 110 with plain cas- 
ing, built of western pine dipped 
in Woodlife; No. 112 with brick- 
mold casing; No. 120 Bullseye, a 
solid window to match the Round- 
vent; and No. 130 Fulite—made up 


glazed with clear glass or unglazed 
for installation of colored or fluted 
glass. Write Webb Manufacturing 
Co., Dept. AL, Conneaut, Ohio. 
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This Valuable Aid to 
Builders Is A 
Business Builder for You 


This new book shows builders how to build 
attractive stucco houses at low cost. It permits 
the installation of extra sales-appealing fea- 
tures that stimulate buying. 


Thus, your over-all business goes up when 
you promote the Keystone System. And you 
profit by selling Keymesh Reinforcing for 
stucco and plaster reinforcing as well as for 
other reinforcing applications. 


Ask your Keystone representative for a copy 
of this valuable building guide. Or write... 


e 
Keystone Steel & Wire Company 
PEORIA 7, ILLINOIS 
Manufacturers of Keymesh Reinforcing, Welded Fabric, Tie Wire and Nails 
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@ HUNDREDS OF HOMES NEED NEW CHIMNEYS 


Old homes, new homes,.summer cabins, brooder houses, 
motels, tourist cabins, resorts — there’s a vast ready 
market right in your own community. 


@ SAFEST CHIMNEY EVER BUILT . 


Underwriters’ Laboratories approve the Van-Packer 
Chimney in place of brick for gas, oil, coal or wood 
in any type home ... one or two story. Ideal for pot 
type oil burners. Meets FHA requirements. 


@ NATIONALLY ADVERTISED IN LEADING MAGAZINES 


Thousands of inquiries from our ads in Better Homes, 
Saturday Evening Post, Farm Journal, Country Gentle- 
man, American Home, etc., are referred direct to dealers. 
—— selling literature, newspaper mats furnished 
ree. 


@ COSTS 20% to 40% LESS THAN BRICK 


Easily installed, summer or winter by anyone in 3 to 4 
hours. Lightweight, needs no foundation. Suspends 
from ceiling or floor joists. A more efficient chimney 
with better draft. 


@ COMPLETELY PACKAGED FOR YOUR CONVENIENCE 


Easy to handle, minimum stock enables you to supply 
any 1 or 2 story house with any roof pitch. Furnished 
complete, all parts for entire installation. 


-@ LIBERAL DISCOUNT TO DEALERS 


Ask your jobber about Van-Packer Chimneys or write 
direct. Make big profits as the Van-Packer dealer in 
your territory. 


VAN-PACKER CORPORATION 
134 South Clark St., Chicago 3, Ill. 








Combination Counter Display 
and Sample Box 


This sales tool is offered to deal- 
ers who handle Johns-Manville 
building materials. It is a compact 
sample box when closed. When 
opened, it is a counter display that 
takes only one square foot of space. 


Inside the cover, which hinges 
back, is a full color illustration of 
a living room. This shows how a 
room will look after Glazecoat ceil- 
ing panels and wall plank are in 
place. An enlarged section of the 
Lightning Joint shows how nails 
are concealed. The box contains 


two samples. One is a ceiling panel 
in ivory. The other combines parts 
of a plank in graytone and a plank 
in rose tan joined together at the 
Lightning Joint. From these sam- 
ples, customers can visualize fin- 
ished rooms yet the whole display 
takes up only a minimum amount 
of .space. Write Johns-Manville, 
Devt. AL, 22 E. 40th St., New 
York 16, N. Y. 


Built-In Ironing Board Offers 
18 Adjustments for Height 


A built-in ironing board the Rie- 
ter Adjust-O-matic, offers eighteen 
adjustments for height. Variable 
heights make it adaptable to the 
requirements of tall or short house- 
wives who can either stand or sit 
while ironing. Operation is simple. 
A pushbutton controls opening and 
closing the assembly, which can be 
folded back into the wall recess 
while at the right working level. A 
dependable locking mechanism pre- 
vents wobble or tilt. Made from 
clear western pine, the Rieter Ad- 
just-O-matic can be installed be- 
tween two-by-four studs set 16 
inches on. center. It is supplied 
with or without doors. The board 


itself consists of *%4-inch plywood 
that will never warp. Old houses 
can be modernized with this inm- 
proved built-in ironing board; new 
ones can be given the final touch 
that appeals to practical feminine 
minds. Write Rieter Woodwork 
Specialty, Dept. AL&BPM, Cedar- 
burg, Wis. 





100% APPALACHIAN RED AND WHITE 


now BUY MORE THAN PRICE! 


Here's character, texture and ap- 
pearance in this newer member to 
the Atlantic line of proven products 
always accepted with 


approval. 


unqualified 


100% even textured Appa- 


lachian Oak carefully kiln 
dried and precision machined 
produces flooring that is sec- 
ond to none. If you want a 


winner buy Vestal brand. 


FLOORING 


Abso, in mixed cars, with Appalachian hardwoods, from eur 





HEADQUARTERS FOR HARDWOODS 
THE ATLANTIC LUMBER Go. 


88 BROAD STREET, BOSTON, MASS. 1055 SENECA ST., BUFFALO, N. Y. 
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RUGGED AC) ENGINES © 


Glo 


ch plywood 
Old houses 
h this im- 
board; new 
final touch 
al feminine 


Using only 25 gallons of fuel per day, these 

Woodwork Allis-Chalmers E-563 and B-125 Power Units 

>M, Cedar- - economically drive a sawmill that turns 
a out 10,000 b. f. of lumber daily for the 

. T. D. & S. Lumber Co., Medford, Ore. 


to 0 | because they are mass produced 


along with engines by the thousands for 
tough tractor service. You benefit from 
these savings, as well as interchange- 
PRICE! ability of parts and other advantages of 
“ta mass production. 


tial You realize further savings through 
— getting exactly the power you need. You 
can fill any power requirements economic- 
nqualified ally with the five sizes of A-C Power Units 
— 15 to 110 b. hp. They can be used singly 
or two or more together. 


products 


d Appa- 
fully kiln Wwse ; 
onsite 0 —AC Power Units run inexpensive- 
ly on gasoline, low-grade fuel, natural gas 
or butane. Their “tractor service ’stamina 
keeps them on the job during critical 
brand. work periods — avoids loss of valuable 
time due to shut-downs. Service facilities 
are nation wide. 


Get all the facts on how rugged, high- 

torque A-C Engines can give you the de- 
pendable, low-cost power you need. Write 
direct or see your Allis-Chalmers dealer. 
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ESTABLISHED 1853 RACTOR DIVISION » MILWAUKEE 1, U.S. A. 
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Utility Kit for Use 
on Re-wiring Jobs 

A new solderless wire-terminal 
kit includes complete material for 
automotive, electrical, radio and re- 
frigeration wire repairs. Called 
the Lynn Lightning Solderless Ter- 
minal Service Kit (No. 2090), the 
set contains a complete assortment 
of the most popular solderless 
wire terminals and insulation tub- 
ing plus the Lynn crimping and 
cutting tool. The terminals require 


no solder, no complicated equip- 
ment, no special skill. The crimp- 
ing tool operates just like a plier 
and merely crimps the terminal to 
the wire with a single vice-like 
crimp. The tool can also be used 
to cut and strip all wire from 10 
to 22 gauge as well. Write Lynn 
Products Co., Dept. AL, 317 E. On- 
tario St., Chicago 11, Il. 


Vacuum Soap Dish 

The Pelton Manufacturing Com- 
pany produces this vacuum soap 
dish “engineered for economy.” 
The vacuum-cup feature holds the 
dish in place; a grooved bottom 
drains the soap into bowl. Made 
of polystyrene in four colors. The 
Cleen-Dry soap dish comes packed 
12 assorted in a display box. Dis- 
tributed by Dale and McCorkle, 
Dept. AL&BPM, 6514 Selma Ave., 
Hollywood 28, Calif. 


Improved Residence Panels 


New Federal Noark 4- and 6- 
circuit residence panels are sim- 
plicity itself . . . composed of the 


box, Bakelite socket base, and 
cover. Removal of four hex nuts 
gives quick access to the socket 
block, which can be turned to bring 
leads into the enclosure through 
either top or bottom. No screw 
heads show when one-piece front 
is closed .. . knockouts are on the 
sides and back. Residence panels 
are available in flush or surface 
mounting types. There is a plaster 
adjustment on the flush mounted 
models. Write Federal Electric 
Products Co., Dept. AL&BPM, 50 
Paris St., Newark 5, N. J. 


Michael d Automatic Door Seal 


An automatic door seal of non- 
tarnishing aluminum, is guaran- 
teed by the manufacturer to keep 
out drafts, noise, dust, odors, cold 
air, light and insects. When fast- 
ened to either side of the door, or 
in the door, a lifetime spring auto- 






































matically drops a soft rubber seal 
as the door is closed. There is no 
complicated mechanism to oil or 
get out of order. These seals may 
be painted to match any color 
scheme. They can be fitted to any 
size door by cutting to required size 
with a common hacksaw. Write 
Allen Sales Company, Dept. AL& 
BPM, 366 Broadway, New York 
18, N. Y. 


A New Kind of Abrasive Whee! 


Fibrex Red Wheels, a new type 
of synthetic resin bonded grinding 
wheels, are manufactured from 
laminated sheets of cotton fibre 
filled with abrasive grain. Their 
field of application is between that 
of heavy grinding and light sand- 
ing. On construction jobs, they 
are highly adaptable for use in 
cutting-off and finishing operations 
in conjunction with portable elec. 
tric saws, saw tables, cut-off ma- 
chines and portable disc sanders, 
They are offered in 7 in. and 9 in, 
depressed center type for use on 
portable disc sanders and right 


angle type portable grinders, and 
in straight wheels 6 in., 8 in., 10 
in., and 12 in. by % in. thickness 
for cutting-off and general purpose 
use. Write Simonds Abrasive Conm- 
pany, Dept. AL, Tacony and Fraley 
Sts., Philadelphia 37, Pa. 


Indestructible 6 Ft. Folding Rule 


A white enameled 6 ft. folding 
rule made of a special hardened 
and tempered alloy steel, can be 
bent and twisted like a pretzel and 
yet will always spring back to its 
normal shape. Weighs 3-1/5 
can be used to take inside mea- 
sures; measure pipes, rounds, and 


pulleys; as a straight edge to draw 
lines on paper or boards. Also ex 
tends rigidly for out-of-reach mea- 
surements. Write Durall Tool Cor- 
poration Dept. AL&BPM, 111 
Woodworth Ave., Yonkers, N. Y. 
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The Gabriel Damper reflects the best in quality 

and performance. It is equipped with either 

chain or poker control, easily interchangeable. All bolts and nuts in controls are 

Sizes 30”, 32”, self-locking, will not work loose; they can be adjusted with small wrench for 


36", 42” and degree of tension, ease of operation and positive positioning. A masonry flange ek 
48” Opening has been added for ease in laying brick. The Gabriel Damper is made of steel, : 
electrically welded. Through modern design, there is no possibility of warping. ROLLED STEEL 
National Sales Representatives: HARRIS, Inc., 145 North High St., Columbus 15, Ohio PRODUCTS 


DPMP OEiFL STEEL COMPANY 
3700 Sherwood, Defro/t /2, Mich. 
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Trinity White 


Your trade knows and likes Trinity White . . . your 
trade’s trade knows and likes Trinity White. It is an excellent 
product and advertised the year around. Carry it in 
stock. Trinity Division, General Portland Cement Co., 





ge to draw a is, aa 111 W. Monroe St., Chicago; Republic Bank Bldg., 
3. Also ex- cs Eee Dallas; 816 W. 5th St., Los Angeles. 
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Wipe-On Wall Paint 


Palletone, wipe-on wall paint, is 
marketed by Plasti- Kote, Inc., 
Palletone has an oil base and is 
washable. It may be used with an 
applier, brushed, sprayed or rolled 
on. One coat will cover wood, wall- 
paper, brick, plaster and concrete, 
according to the manufacturer. The 
paint dries in one hour. Palletone 
comes in 13 pastel and deep hue 
colors. Write Plasti-Kote, Inc., 
Dept. AL&BPM, 425 Lakeside Ave., 
N. W., Cleveland 13, Ohio. 





Dripless Faucet 

Western Faucet Co., Inc. is pro- 
ducing this dripless, leakless faucet 
for home and commercial use 
known as Drip-Lok Free Wheeling 
Faucet. It requires no washers, 
cannot drip or leak. A synthetic 
rubber diaphragm is used to close 
the faucet automatically. W. G. 
Smith, inventor and also president 
of the company, says “we have 
proved by severe tests of heat and 
pressure that the Drip-Lok will 
withstand approximately 100 daily 
operations for from 30 to 35 
years.” Write Western Faucet Co., 
Inc., Dept. AL&BPM, 1500 S. E. 
Gideon, Portland 2, Ore. 





Aluminum Reflecting House 
Numbers 


Aluminum house numbers — im. 
pervious to weather, chipping and 
peeling, are offered by Broadway 
Sheet Metal Works. The numbers 


have a baked enamel finish outlined 


in orange with tiny glass frag- 
ments used to reflect light rays, 








These may be purchased separately 
or as a complete kit containing wall 
plates and lawn stands. Write 
Broadway Sheet Metal Works, 
Dept. AL&BPM, 7731 Broadway 
Ave., Cleveland 5, Ohio. 






































cialties. 


R. A. Holmes 
C. F. Mimnaugh 



































Packaged Trim 
Inside Door Jambs 


Standard Lineal 
Mouldings 








Through modern remanufacturing plants located in the heart of the 
Ponderosa Pine region, Firpine is set-up to really give you service on 
millwork, mouldings, furniture dimensions and high grade lumber spe- 


Firpine also manufactures Ponderosa Pine lumber and wholesales all 
species of Western Woods—lumber, millwork, mouldings, cut stock and 
specialty items. 

Consult us on your needs in Western Woods. 


OUR MOTTO: “If It’s Made of Wood, We Sell It.” 


Propuctrs COMPANY 
§25 CORBETT BUILDING—-PORTLAND 4, OREGON 
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COMPLETE INFORMATION 


The cutting mechanism of these 
machines operates on ball bearings 
for smooth dependable performance. 


Adjustments are provided for 
squareness of cut, for accurate meas- 
urement and for correct cutting pres- 
sure under all conditions. 


These machines use a standard 
FLETCHER “Gold Tip” glass cutter 
which can be taken from your regular 
stock. 


They are attractively finished in old 
ivory and green to harmonize with 
any store interior. Investigate these 
machines now for greater glass 
profits. 


Visit us at Booth No. 8 at the National 
Hardware Show. 


THE FLETCHER-TERRY CO. 


406 SOUTH STREET @ FORESTVILLE, CONN. 
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3 Home Ventilators 
(Reg. Dealer Cost) $72.36 













1 See-All Ventilator 


Display ...... 20.00 
255 PieceMerchan- 
dising Package .. 1.50 


A Total Value of $93.86 


Don’t miss this bargain offer 


WESTINGHOUSE ELECTRIC CORPORATION 


Appliance Division. «+ - Springfield 2, Mass. 








CLIP AND MAIL THIS COUPON (0GaY 





lam interested in learning more about this Westinghouse 
Poweraire Home Ventilator Deal. Please send me the 
details today. 


Name 





Address 





10 ALB 





WESTINGHOUSE ELECTRIC CORPORATION 
Fan Department 
653 Page Boulevard 


Springfield 2, Mass. 





you CAN BE SURE..IF ITS 


Trcti nohouse 
Westingho 
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New Portable Posting 
And Figuring Machine 


A new portable posting and figur- 
ing machine, designed to give small- 
er business organizations mechani- 
cal bookkeeping advantages previ- 
ously available only in much more 
expensive accounting equipment, 
has been announced by Underwood 
Corporation. In addition to posting 
of accounts receivable, accounts 
payable, general ledger, payroll and 
other records, this Underwood 


Sundstrand Portable Posting Ma- 
chine can be used for problems of 
addition, subtraction, multiplica- 
tion and division. A complete rec- 
ord and proof of all work is auto- 
matically printed to permit ac- 
curate checking of all figures. 
Operation of this machine can be 
learned in a very few minutes, since 
all work is accomplished with the 
10 key natural sequence keyboard 
built for touch figuring. A con- 
venient slide automatically selects 
the debit or credit column, and 
dates and descriptive symbols are 
automatically printed. Write Un- 
derwood Corporation, Dept. 
AL&BPM, Park Ave., New York 
16, N. Y. 


Ponderosa Pine Folder 


Contains information about the 
resources, facilities, production and 
shipments of Ponderosa Pine Lum- 


_ ber on a direct mill basis from 


Ponderosa Mills of Mexico, Inc., 





CHICAGO WAREHOUSE LUMBER CO. 


Chew } PONSEROTA MILLS of 


beoniw we 
we WONTOWIONIOR Of of mrEtte 


lumber division of the Northwest- 
ern Railroad Co. of Mexico. For 
a copy of this folder write Chicago 
Warehouse Lumber Co., Dept. AL, 
201 N. Wells St., Chicago 6, Ill. 


Glass Louvre Windows 
In Aluminum Frames 

Made in sizes, glass louvre win- 
dows are easily installed in all 
types of construction to fit any 
standard size opening—special 
sizes also available. These Louvre 
Lite windows, and doors too, are 
made of non-corrosive, heat-treated 
alloy (63S-T5), and are equipped 
with Libbey-Owens-Ford 14” pol- 
ished plate and heat absorbing 
glass. Can also be had in colored 
or satin obscure finishes. Construc- 
tion is of precision-engineered easy 
balanced operation with Turn Con- 
trol, which locks automatically in 
any position to provide desired 
amount of ventilation. The win- 


dows can be left open during rain, 
Glass louvres are no more than 3” 
wide this gives for greater 
bearing strength as each louvre 
overlaps. Louvre Lite windows 
come equipped with storm windows 
and screens. Descriptive literature 
covers their use in homes, offices, 
schools and hospitals. Write Mid- 
west Louvre Lite Company, Dept. 
AL, 2040 W. Washington Blvd. 
Chicago 12, Ill. 


The “SpeedDrill"—New in 
Electric Drills 


The SpeedDrill, said to be new 
in basic concept and construction, 
offers *4’ capacity in steel, °4” in 
hard wood; triple reduction gears; 
(full 4 H. P.) with sealed unit 
gear train, sealed-in self-aligning 
bearings, and sealed-in oil lines; 
compact pistol design, _ in-line. 
formed-grip, grip switch, switch 
lock, chuck lock, and similar fea- 
tures. The drill is of monolithic 
die cast aluminum throughout, has 
a hand buffed bright finish. Net 
weight is 4 lbs. For illustrated 
folder write Speedway Manufac- 
turing Co., Dept. AL, Cicero 50, Il. 





Makes Pickets 


at Low Cost 


Points 200 to 250 15%4"' to'35%"" width pickets per hour 


/\_(\ 

















SCHUBERT 
Picket Cutter 





year after year use. 24'' high. Hand operated. 30" 





with planer-smooth finish, No sanding required. 
Adjusts to cut any degree of sharpness or bluntness 


of picket point. Light enough to carry to stock pile lumber profitably. Seven day delivery. Send today 
—wt. only 38 Ibs.—yet strong and durable enough for for literature. 


Net price $47.50 f.o.b. Wilmette, Illinois. (Where state sales tax applies, add tax.) 


H. A. SCHUBERT of o Machinists 
I WATOMIET cbbeten tebe. 07-e Wilmette, Illinois 


long handle provides easy leverage. Anyone can 
operate. Enables you to utilize odds and ends of 
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ish ve EVANS LUMBER COMPANY finds... Job that cost $325.12 ) 
liiustrate 
Manufae- 
ero 50, Ill % can be done for $101.60! 





It’s true! Manual handling eats profits! Here’s just 
one example: At the Evans Lumber Co., Buffalo, N. Y., 
8 men formerly took 4 days to move a shipment of 
doors and frames into second floor storage — at a cost 
of $325.12. Today, with Rapistan* power and gravity 
conveyors, 4 men do the same job in 244 days — at a 
cost of $101.60! 


This is typical of the way Rapistan conveyors cut 
manpower costs . . . boost profits . . . speed up the 
movement of building supplies. Whether your company 
is large or small, you get just what you need . . . from 
a short length of gravity conveyor for fast boxcar 
unloading . . . to a complete warehouse power and 
gravity flow system. Let Rapistan increase your profits! 


Your cost will be modest . . . your savings substantial. 
@ FREE ILLUSTRATED FOLDER "i P eo 


See how building supply yards, large and j 
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The RAPIDS-STANDARD CO., Inc., 146 Rapistan Bidg., Grand Rapids 2, Mich. 































. | | 

vol mall, speed a handling . . 34 fill orders | Send me your cost history folder “The Hands That Lift The Materials | 

ds of faster .. . increase profits ... with Rapistan —|_ Lower the Profits"! | 
tod y a ahi 

adi conveyors! Mail this coupon — TODAY! pane 

tax.) 

4 COMPANY 

The RAPIDS-STANDARD CO., INC. | STREET | 

146 Rapistan Bldg., Grand Rapids 2, Mich. | | 

Representotives in Principal Cities j City. STATE | 

& —_ 
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Sterling's Newest 
Portable Electric Sander 


The Century, a completely new, 
low cost portable electric sander, 
weighing 434 pounds and featuring 
a non-stalling, high speed motor 
encased in a streamlined die-cast 
aluminum alloy housing, has just 
been introduced by Sterling Tool 
Products Company. The sander 
operates on the “Orbital Motion” 
sanding action principle, producing 
fine uniform sanding results while 
enabling the operator to control 
the exact amount of surface mate- 
rial to be removed. This type of 
action permits sanding of parallel 
boards with opposing grain struc- 
tures without risk of grit scars. 
Due to its small size and low clear- 


ance, the Century can effectively 
sand up to corners and trim 
or under low obstacles. Write 
Sterling Tool Products Company, 
Devt. AL&BPM 1340 N. Milwaukee 


_ ~Ave., Chicago 22, IIl. 


Special Handling System 
Devised by Automatic 





A new pallet and a push pull 
attachment for Skylift electric fork 
trucks to make possible mechanized 
shipment of merchandise without 
the use of pallets in transit has 
been announced by the Automatic 
Transportation Company. The at- 
tachment includes multiple forks, 
a device for pulling loads on board, 
and a device to push them off the 
forks into position. 

The pallet, which is corrugated 
metal, has two sets of openings 


which permit the truck to lift the 
load and pallet together or to re 
move the load from the pallet. Com 
bined use of the push-pull aitach. 
ment and the special pallet make jt 
possible to perform a complete 
mechanized materials handling op. 
eration without the long-standing 
problem of using pallets in transit, 
Write Automatic Transportation 
Company Dept. AL&BPM, 149 W, 
87th St. Chicago. 


Win-Dor Snugger 


The Win-Dor Snugger replaces 
manual and surface catches in cabi- 
nets and cupboards. It cannot get 
out of order and is not a friction 
catch. Attached to the inside of 
the door is a housed keeper actu- 
ated by a sturdy steel spring— 
when the door is open, the Snugger 
keeper “finger” is extended from 
the housing 1% inch, ready to grab 
the hook on the door with one 
positive pull that has surprising 
strength. Even though the Snug- 
ger uses this power pull to close 
doors, the balancing is said to be 
so accurate that only the slightest 
pressure is needed to open the 
door and close without a “bounce 
back.” Installation requires no 











pany. 


For prompt, dependable service on Southern Pine 
and Hardwood products, including Oak Flooring, 
put your needs up to Southern Pine Lumber Com- 
For 68 years this organization has been 
delivering satisfaction to buyers everywhere. Two 
modern band mills. Precision planing mill equip- 
ment and scientifically operated dry kilns. 

Send us your inquiries and orders for 


Southern Pine, Southern Hardwoods, Oak Flooring 








SOUTHERN “Sy LUMBER CO. 


Mills: 


DIBOLL and PINELAND, 


TEXAS @ General Sales Office: TEXARKANA, TEX. 
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HERE ARE CLOSE-UPS 
OF OUR “STARS” 


i POPULAR GARAGE AND BARN DOOR HARDWARE 









“GLIDE” 
HANGER 


Applied to inside of door 
e.. out of the weather... 
takes any thickness of door. 
You can’t derail ‘Glide” 
Hangers. Have great 
strength because door is 
carried directly under cen- 
ter of Track. Smooth oper- 
ating because of large 
wheels, roller bearing- 
equipped. For doors weigh- 
ing up to 750 lbs. 

























& 
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“GLIDE” 


TRACK we. 


Track and cover in one 
piece . . the original 
“water-shed” type. A pat- 
ented telescope joint gives 
» smooth continuous tread. 
‘ Lag screws at 1 ft. intervals, 
; hold Track securely to the 
building, without brackets. 
Top of door protected. For 
use with **Glide” No. 1 and 


No. 2 Hangers. 
as 
KS . wo. 6 TROLLEY 
} «yp HANGER 
( ‘ae. For doors weighing up to 


Te, 


: 350 pounds and from 134” 

















FF AS “ to 242” thick, Trolley Door 
SA Hanger No. 61 is tops. Set 

Q No. 62 includes pair of No. 
61 Trolley Hangers, three 


track brackets, two end caps, 
and necessary bolts. Hanger 
has vertical and lateral 
adjustments, flexible joint 
allowing door to swing out. 








TROLLEY 


nouey [yo 10) 


Trolley Track No. 110 is 
used with Hangers No. 61 
and No. 62 Frantz Trol- 
ley Hangers. Any similar 
hanger may also be used 
with this track. For all 
average-weight barn and 
garage doors (doors weigh- 
ing up to 350 Ibs.). Made of 
16-guage steel, it comes in 
lengths of 6, 8, and 10 feet. 


— 
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Write today for details on the complete Frantz Line. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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ina Buyers Market! 


Sell VALUE 


of lower grades of 
MFMA Northern Hard 
Maple Flooring, for 
School Class Rooms, 
Gymnasiums, Resi- 
dences, Public Hous- 
ing, Bakeries, Factor- 
ies, etc. 
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Sell VALUE 


of Third Grade. 
MFMA Northern 
Hard Maple for Gran- 
aries and other Farm 
Buildings, Shops, 
Storage Facilities, 
Recreation Rooms, 
Dens, Bedrooms. 


These days, when building costs have brought “buyer’s market” 
conditions into the lumber business, it’s time to bear down on 
VALUE—simple downright VALUE! The lower prices of the 
Second and Third Grades of MFMA Maple Flooring offer stand- 
out value with no sacrifice of utility to the owner seeking to cut 
costs. Write for copies of the two MFMA leaflets pictured above. 


MAPLE FLOORING MANUFACTURERS ASSOCIATION 


Room 384, 46 Washington Boulevard 
OSHKOSH, WISCONSIN 


‘FLOOR WITH yf/HEO HARD MAPLE 
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Newly Designed Rusco 
Combination Window 


A newly designed Rusco Com- 
bination window, with its Magic 
Panel Ventilation, offers the home 
owner rainproof, draftfree, filtered 
screen ventilation regardless of 
weather or seasons, as well as a 
warmer draftfree home in winter 
—an 8° to 15° cooler home in sum- 
mer. In addition to improved ven- 
tilation, the Rusco Magic Panel, 
by means of its new automatic, 
positive-locking mechanism in all 
ventilating and closed positions, is 





























mortising, no fitting, and can be 
easily and simply done in a few 
minutes with a screw driver. Write 
Casement Hardware Company, 
Dept. AL&BPM, 406 No. Wood 
St., Chicago 22, IIl. 

















said to assure a prowler-proof wip. 
dow. Lumite screening is used ey. 
clusively in Rusco Windows. The 
screen panel stays in place the year 
’round, and because of its electro. 
lytic action and affinity for dug 
and dirt, provides year ‘round fj. 
tered screen ventilation. Of pap. 
ticular interest to families with 
small children is the fact that j 
acts as a guard against dangeroy 
falls from unprotected  windov§ 
openings. Write The F. C. Russel 
Company, Dept. AL, 6400 Harmaff 
Ave., Cleveland 1, Ohio. : 


New Colors Added fo Line of 
Fremont Rubber Tile i 

Three new-colors added to th 
line of Fremont Rubber Tile ar 
available in a special kit whidh® 
includes 401 (SA) a bright red: 
705 (ZLA) verdi-green; and 40 
(JPA) canterbury blue. Thes 
new colors are all classified in the 
standard price group, completing 
a selection of 10 standard ani 
seven deluxe colors. In addition, 
the -Fremont line includes thre 
colors in grease-proof tile. Write 
Fremont Rubber Company, Dept. 
AL, 165 McPherson Highway, Fre 
mont, Ohio. 











OUN 


OAK @ BEECH @ PECAN 


Top-quality flooring—carefully manufac- 
tured, scrupulously graded. 


Also Band Sawn Hardwoods 


Modern Dry Kilns, Planing Mill, Oak 


Flooring Plant 


Send us your inquiries. 


MOBILE RIVER SAW MILL CO., Inc. 


MT. VERNON, ALABAMA 








RAINY LAKE LUMBER CO. Ltd. 


Sales Office 


2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 


Selling the Products ef J. A. Mather, Ltd. Rainy Loke, Ont. . 
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IMPROVED 


KORK-PAK 


JOINT FILLER 
insulates against 


For extra profits, sell 

KORK-PAK, the resil- 

ient, waterproof, non- 

extruding joint filler 

with the extra insula- 

tion value architects, 

builders and homeown- 

ers want! Used between 

concrete floor slabs and 

footings of basementless houses and on grade 
structures, KORK-PAK effectively fills the joint, 
at the same time preventing wasteful heat loss 
from the slab and through the footings. 


KORK-PAK is composed of cork granules bonded 
together with asphalt between two sheets of 
asphalt saturated paper. It’s readily handled 
without breakage — cuts easily and handles 
“clean’’. 
Write for complete dealer in- 
Ushi formation on KORK-PAK and 
the Servicised line of asphalt, 
se cork and rubber products for 
the construction industry. 


SERVICISED PRODUCTS CORP. 


6051 W. 65th ST., CHICAGO 38, ILL. 








The TRUE 
“ECONOMY HOUSE” 


YOUR PROBLEM: How to build houses more economically . . . 
yet of good appearance and of sound construction. 


OUR ANSWER: Good appearance and sound construction can- 
not be achieved more economically than with interior plastering. 


When wallboard is nailed directly to the rough framing, the 
resulting wall surface is no more true and even than any job 
of rough carpentry can be. The accepted standard APPEAR- 
ANCE of a well plastered wall cannot be matched economically 
by means of rough carpentry. 


Especially where houses are joined together of prefabricated 
frame units, plaster becomes all the more important, because 
plastering makes ceiling and walls of each room into one 
monolithic surface, free of joints. This accepted standard of 
sound CONSTRUCTION cannot be matched at all by means 
ef any wallboard application. — 


For the best in white finishing limes, you can rely on our 
Zigzag Bags. 
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HERE’S WHY THEY USE 
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COMBINATION 
METAL WEATHERSTRIP e SASH BALANCE 


MILLWORK MFR.—Cary Lumber Company, Durham, 
N. C.: “Our men easily install Dura-seal in six minutes 
per unit. That, plus the fact that both the weather. 
stripping and sash balances can be applied to the 
K.D. frames and then the equipped frames shipped 
K.D., means more profit to us.” 


SASH AND DOOR JOBBER—Chicago and Riverdale 
Lumber Co., Chicago, IIl.: “We like Dura-seal because 
we can use it in stock plank frames and stock sash.” 


RETAIL LUMBER DEALER—Independent Lumber Co., 
Grand Junction, Colo.: ‘“Dura-seal is just what our 
builders want. They like the combination of weather- 
stripping and sash balances all in one unit, and as 
this unit provides trouble-free operation, we have 
happy, satisfied customers.” 














BUILDER—Roger Givens, Oklahoma City, Oxla.: ‘We 
are using over 10,000 Zegers units in our present 
project because we can offer our customers complete 
weather protection, easy window operation and win- 
dow beauty at the lowest possible cost.” 


PREFABRICATOR OF HOMES — Knox Corporation, 
Thomson, Ga.: “The ease of operation of our Dura-seal 
equipped windows is a fine selling feature for our 
homes.” 





The above statements give a few of the many reasons why 
Zegers Dura-seal moves fast! It will pay you in greater customer 
satisfaction and higher profits per window to start using Dura- 
seal Combination Metal Weatherstrip and Sash Balance now. 


Builders . . . see your lumber dealer! Lumber Dealers . . . 
see your distributor! Millwork Mfrs., Sash and Door Job- 
bers, Prefabricators . . . send coupon for new No. 49 catalog! 


ZEGERS INCORPORATED, 8088 South Chicago Avenue, Chicago 17, Ill. 
Send new catalog 49 
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"Super Eight" High Speed 
Floor Sander 


The American Super Eight, a 
new high speed floor sander, is re- 
ported to cut as much as two times 
faster than standard 8” machines. 
This speed rate greatly reduces 
time and costs for the contractor. 
The higher cutting speed has also 
been found to reduce operator fa- 
tigue, as the machine operates at 
a normal walking pace instead of 


the slow-measured step formerly 
required. The Super Hight is a 
lever type sander powered by a 
specially designed 2 H.P. American 


motor, with motor speed of 1750 


r.p.m. Drum speeds can be quickly 
adjusted in a range from 1600 to 
2800 r.p.m., which allows greatest 
machine efficiency under varying 
conditions of voltage, flooring, ab- 
rasive paper, etc. Write the Amer- 
ican Floor Surfacing Machine Co., 
Dept. AL&BPM, Toledo, Ohio. 


An Entirely New Type 
of Forms Holder 

The Slip Pak is an entirely new 
type of forms holder. Made in a 
number of different sizes, it ac- 
commodates forms ranging from 
the average sales slips used in re- 
tail stores, to the large forms used 


in many types of businesses. Most 
models are pocket size, and eve 
the largest can be carried very 
easily. Made of aluminum, the 
holders are very light. One holder 
of medium size weighs only a little 
more than 6 ounces. Each mode 
can be adjusted to accommodate a 
considerable range of form sizes, § 
Forms can be loose-leaf, bound to- ff 
gether in book form like a sales. f 
book or can be of the one-time ff 
carbon type. Write The National F 
Cash Register Company, Dept. AL, 
Dayton 9, Ohio. 


A Safety Hasp-Sliding Bolt- 
Padlock—All in One 


“Swing the hasp, slide the bolt, 
snap the lock” are the instructions 
for using the newly designed Mas- 
ter Hasplock No. 450-B. This 
handy new locking unit combines a 
strong safety hasp, sliding bolt and 
Master laminated padlock, all in 
one. The entire unit is constructed 
of hard wrought steel and plated 
throughout with pure cadmium to 
prevent rusting. Outstanding fea- 
tures include a new-type pinless 
hinge for extra security, recessed 
and reinforced screw (head) seat- 
ings, a new modern safety hasp 





ow. Light...Easy to Handle 
ALUMINUM ROLLER CONVEYOR 


For portable use anywhere—on shipping platform, 
aboard a truck, in the warehouse, at “spot” loca- 
tions in the plant — Standard Sectional Aluminum 
Roller Conveyor saves time and effort. Made en- 
tirely of heavy duty aluminum, except for steel 
ball bearings. Capacity 50 lbs. per lineal foot when 
supported at 10 inch centers. Available in 5 ft. 
— 10 ft. and larger sections as required. 


Get complete information on Standard Sectional Alumi- 
num Roller Conveyor—write for Bulletin AL-109. . 


STANDARD CONVEYOR COMPANY 


General Offices: 
North St. Paul, Minn. 


Sales and Service 
in Principal Cities 
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GRAVITY & POWER 
CONVEYORS 








Lumber Dealers Sell 


TILE-RITE PLAstic WALL TILE 
From This Display 


application by the purchaser 
or as a comple 


SEND TODAY for 
- Let us show you how to add profitable 
volume sales -- sell other of your worth 
while companion items -- all with little 
or no added stock investment ..........00+ 


THE TILE-RITE COMPANY 


5109 Euclid Ave., 


\ 
FP Goaranved by 
Good Housekeeping 
<7 ApvranstD aes 


Both for over the coynter, 


te installation service. 


INFORMATION 





Cleveland 3, Ohio 





- 
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lock eye. The laminated padlock 


) is permanently attached to the bolt 
) and swings freely, permitting use 


of the 450-B unit on either right 


) or left doors. All screws are cov- 
» ered when the hasp is closed. Write 
| Master Lock Company, Dept. AL 
| &BPM, Milwaukee 10, Wis. 


) Portable Hydraulic Bender 


This lightweight, portable tool 
forms uniform pipe bending op- 
erations right on the job. Weight 
has been kept down to a minimum 
without loss of strength. The com- 
bined weight of the jack and frame 
is only 83 pounds. Removable hy- 
draulic jack simplifies the service 
problem and can be used for many 
other useful purposes. Open jaw 
construction speeds up production. 
The 30 inch steel frame is electric- 









Be 


ally welded and heavily reinforced. 
Comes complete with 34, 1, 114, 2, 
and 24% inch dies. Catalogue sheet 
available. Write Electric Cord 
Company, Dept. AL&BPM, 30 
Church St., New York 3» Bee Be 
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WedgeTight 









WOOD OVERHEAD SECTIONAL GARAGE DOOR 
EASIER to INSTALL . . . OPERATE . . . SELL! 


18 Useful Stock Sizes 
Odd Sizes Quickly Made to Order 


Calder Doors wedge closed for Wall-Tight Fit! 
Roll xp as easily as down. Easy, quiet, smooth 


running, beautifully made doors. 


Wedge Tight Doors for Wall-Tight Fit 
Write for profitable Dealer Franchise 








Residential 
Commercial 
High Lift 
Pass Doors 


Electric Operators 
(Radio Control) 
Special Designs 








THE CALDER MANUFACTURING CO., Lancaster 4, Penna. 


























So substantial are the savings in labor and 
material costs effected by applications of 


GET ALL THE FACTS NOW ON 


“CONSTRUCTION 
BY ADHESION” 





adhesives in the construction field, that all 
leading architects and progressive con- 
struction men are swinging to this modern 
method for both new constructions and 
modernization. 


Sell “Construction by Adhesion” 
Sell Miracle! 


' ABRASIVE TREADS 


a 


WOO STAIR 





Miracle Black Magic Adhesive 
Miracle Wallboard Cement 


FOR TILE FLOORS 


STAIR TREADS 





Miracle Panel-Board Cement 
Miracle White Caulking 
Miracle Plastic Underlayment 


today! See Miracle Exhibit, 101 Park Ave- 
nue. Write for information and your free 
brochure. 





UNOLEUM FORMICA ETC 
. 


7 WOOO ase 





ADHESIVE 
You owe it to yourself to get the facts Jmera mouom 


rer woe 
* AMOR RE 
" | masTER -- 
‘ on 


em een 














COUNTER TOPS 


PARTITIONS 


MIRACLE ADHESIVES CORP. 


Dept. ALIO—8, 214 East 53rd Street @ New York 22, N. Y. 





“Reg. U. S. Pat. Off. 
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Kitchen-Kraft Adds 42" Floor 
Cabinet to Line 


Midwest Mfg. Company, builders 
of the Kitchen-Kraft line of steel 
kitchens, introduces a 42” floor cab- 
inet that may be used as a right 
or left hand undersink cabinet; as 


a right or left hand corner cabinet. 
It is built from heavy-gauge steel 
to standard architectural dimen- 
sions (42” wide, 344%” high, 243,” 
deep). The unit is shipped as a 
left hand undersink cabinet with 
drawer on the left and a blank 
front panel on the right. By trans- 
ferring these two units, the switch 
from left to right-hand cabinet is 
made in a matter of minutes. Slots 
for the drawer runner channels are 








OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufacturers of 
WOODWAY 


VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS—ST’D & SPEC. 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 





WE SPECIALIZE IN BASS 
WOOD AND PONDEROSA. 
INE; OTHER NORTHERN 
HARDWOopDs AVAILABLE 











WOODWAY qualit 
_ means 
Extra Profits 
for YOU 


“The Good Way to Buy 


WN AKITAT 
Ni NT) 
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provided on both sides to facilitate 
conversion. Doors are 18” wide. 
The drawer is 6” deep and is 
mounted on rollers. A 21” adjust- 
able shelf is provided for the com- 
partment under the drawer. Write 
Midwest Mfg. Company, Dept. AL 
& BPM, Galesburg, IIl. 


H-10 Utility Screw Jack 


Soon to be placed on the market 
is this H-10 utility screw jack for 
concrete forms, sagging beams, 
floor leveling, cracking walls and 
other construction applications. 
The unit is said to fill a need for 
a lower priced floor jack and shor- 
ing jack. It may be screwed on 
the end of a 4x4 with lag screws 


War. aprises ros! 





that are supplied. The base of the 
H-10 is designed in such a manner 
that it fits securely over the end of 
this 4x4 assuring perfect align- 
ment at all times and preventing it 


from slipping. Load capacity of 
the jack is 10 tons. Write R. H. 
Hill & Co., P. O. Box 385, Ft. 
Wayne 1, Ind. 


"Flo-matic" Roller 
Model H-1 


The Flo-matic Paint Roller, de- 
signed to apply oil paint to flat 
surfaces faster and smoother than 
a brush, can also be used on brick 
walls. The thick, seamless wool- 
pile cover permits paint to reach 


into depressions between bricks 
Designed for home use, the Fly. 
matic Roller—Model H-1 eliminates 
dripping and paint running dow) 
into hand. Cleanup time is short. 
ened because paint goes on the 
surface, not on the floor. Mor 
than a half pint of paint, hel 
under pressure in the handle, j; 
fed through the 4” roller into the 
cover. Write The Rubberset Com. 
pany, Dept. AL, 56 Ferry St., Ney. 
ark, N. J. 


Millers Falls Automatic Drill 
and Hand Drill 

An automatic drill (No. 100). 
and a hand drill (No. 104), ar 
tools produced in celebration of 
the 80th anniversary of the Mil. 
lers Falls Company. Tool No, 
100 has a barrel of tough red plas. 
tic, and eight drill-point compart- 
ments; comes equipped with each 
removable drill point in proper 
space. The hand drill, according 
to the manufacturer, has an ep- 


ES eee 
EE ees dt 


tirely new design. The skirted 
chuck has ‘three jaws _ holding 
drills of 0 to 14”; the pinion and 
large gear have machine cut teeth; 
the spindle runs in an Oilite bear- 
ing against ball thrust. The hand 
tool’s plastic handle comes packed 
with eight drill points in the hol- 
low end. Write Millers Falls Com- 
pany, Dept. AL&BPM, Greenfield, 
Mass. 


R-V-Lite Table Attachment 
and Measuring Device 

A new table‘attachment for mod- 
ernizing dispensing floor fixtures, 
furnishes a steady convenient sul- 
face for measuring, cutting and 
selling all 4 types of materials dis- 
played on the floor fixture. It is 
easily attached by removing and 
replacing just two nuts. The all- 
steel table becomes part of the fix- 
ture, adds new rigidity and _bal- 
ance to the entire dispenser, yet 
does not conceal the merchandise 
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“From Our Own Forests and Mills” 


Anything 
West ery Woods 


Manufacturers of: 
Mouldings 


Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 
Furniture Parts 
in fact, Anything in 
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The Ralph L. 


\\ SMITH 


Lumber Company 





1635 Dierks Building 
Phone: Victor 4143 
Kansas City 6, Missouri 


PLEASE DIRECT ALL INQUIRIES 
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TO ANDERSON, CALIFORNIA 
Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
} Box Factory: Alturas, Calif. 
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T Hat's how many feet of pine and 
hardwoods W. T. Smith dries annually in 
its own modern kilns. This means ample 
stocks of all kinds and all grades of 
properly-seasoned lumber are kept on 
hand at all times. It is one of many 
reasons why more retailers and indus- 
tries look to W. T. Smith as a permanent, 
quickly available source of lumber in 
yard and shed sizes, “ flooring and 
hardwoods. 


Mixed Car Service Special Dimensions 
Selective Cutting Assures Permanent Supply 


ogi aM peat reg? 











PREFERRED BY 
4of 5 INQUIRING 


Sat... 


The newest, 
most advanced 
Combination 
Storm Window 
and Screen on 
the Market 


Its the 
NEW, ALUMINUM 


SECURITY la 








Permanent —Self Storing 
Easy Finger-Tip Control 


Dealers and buyers agree on getting as much 
for their money as possible. The average 
home, can be equipped completely and per- 
manently for little more than cost of ordi- 
nary, old fashioned, cumbersome storm sash 
and separate screens. The sleek, trim, snug- 
fitting lines of the sturdy aluminum frame 
and panels assure the utmost of light and 
ventilation. Fits inconspicuously into the 
architecture of any home. Other popular fea- 
tures are: 


@ Compact three channelled frame per- 
manently installed. 

@ Self-storing panels raise and lower like 
ordinary windows. 
@ Window ventilation from top or bottom. 
@ No tricky adjustments or manipulation 
necessary. ‘ 
@ Panels never need be removed except 
for repairs. 

@ Easy cleaning and maintenance from 
inside of house. 

@ Removable sill for easy ledge cleaning. 

& — lock and weatherstripped. meeting 
rail. 


Self-compensating, standard sized frames fit 
most windows, can be easily and quickly in- 
stalled by one man. 


DEALERS: When you sell Security Sash, 
you sell long-time service and satisfaction! 














ASK FOR ATTRACTIVE 
DEALER PLAN NOW 


Write, wire or call Mr. Van 

Fleet direct. Personal at- 

tention given to all in- 

quiries. nr model 

demonstration, iterature 
D and prices available. 


“me 4 


SECURITY SASH 
and SCREEN CO. 


1757 PURITAN + DETROIT 3 








displayed beneath. Eliminating ad- 
ditional investment is a built-in, 
swing-away measuring device (pat- 
ent pending) which permits accu- 
rate measurements in inches and 


feet up to one yard, manually re- 
peated, as the material is drawn 
from the roll. Always ready for 
use, this Arvey-designed device 
swings down flush with the fixture, 
out of the way when not needed, 
allowing full utilization of the table 
top. Write Arvey Corporation, 
Dept. AL, 3462 N. Kimball Ave., 
Chicago 18, IIl. 


Alfco Silicon Bronze 
Fire Extinguishers 

American - LaFrance - Foamite 
Corp. is announcing a complete new 
line of 21% gallon resistance Welded 
Silicon Bronze fire extinguishers to 


replace riveted and copper fabri- 
cated units of the same capacity. 
They are Soda-Acid; Foam: plain 
Water; and Anti-freeze Water 
types. Each is lighter in weight by 
4% pounds. The 1ufacturer 
claims them to be muth* stronger 
because the materials used have 
higher tensile strength. Addi- 
tional features include resistance 
welded seams; welded hemispher- 
ical domes, tops and bottom; silver 
soldered elbow pads; projection 


October 


welded hanger loop; new wider bot. 
tom handle; interchangeable caps, 
collars and gaskets; new spot 
welded name plates with identify. 
ing colors for each type unit; trans. 
parent plastic nozzle providing 
clear vision of passageway and 
greater resistance to accidental 
blows which could close passage of 
ordinary lead nozzles. Free illus. 
trated literature is available from 
American-LaFrance-Foamite Corp, 
Dept. AL&BPM, Elmira, N. Y. 


"Resinwood" Panels 

The Rock Island Millwork Com. 
pany announces that its new prod- 
uct, Resinwood, is an_ excellent 
panel board with a natural color 
and good _ structural strength. 
Resinwood is the result of wood 
particles bonded together with a 
phenolic resin. The 4x8 foot pan- 
els, turned out by an entirely auto- 
matic process, are reported not to 
vary more than a few thousandths 
of an inch. In appearance, the new 
product resembles natural pine, 
having a fine smooth surface to 
which paint will adhere without 
checking or discoloration. Is said 
to be more dense than natural wood 
and undergoes the same machining 
processes. Resinwood can be used 
in door panels, cabinet work, as a 
core or backing stock and possibly 
as molding or subflooring. Write 
Rock Island Millwork Company, 
Dept. AL, Rock Island, IIl. 


New Type Low-Cost 
Insulation Material 


Leatherback Reflective Storm 
Blanket, a new building insulation 
material, iconsists of a solid-sheet 
pure aluminum foil laminated to 
Leatherback All-Purpose Building 
Paper ...a quality asphalt-impreg- 
nated Kraft building paper intro- 
duced last year. Special feature of 
the material is the single sheet 
aluminum foil . . . a solid sheet of 
thin aluminum of even thickness 
that provides an effective reflective 
surface throughout its area. 
Leatherback Reflective Storm 
Blanket is supplied-in two types: 
Plain, consisting of aluminum foil 
laminated to asphalt impregnated 
building paper, and Reinforced, 
consisting of a high strength web 
of spun glass fibres, imbedded in 
the laminating agent between the 
aluminum foil layer and the as- 
phalt impregnated building paper. 
This new material insulates by the 
principle of reflecting radiated 
heat back to its point of origin. In 
winter this means containing the 
heat existing within a building ... 
and in summer preventing the 


8, 1949, AMERICAN LUMBERMAN & 





N wider bot. 
Zeable caps, 

new _ spot 
th identify. 
unit; trans. 


providing J | 


geway and 
accidental 
| passage of 
Free illus. 
ilable from 
mite Corp,, 
me 2. 


lwork Com- 
; new prod- 
a excellent 
tural color 

strength. 
It of wood 
ler with a 
3 foot pan- 
tirely auto- 
rted not to 
housandths 
ce, the new 
ural pine, 
surface to 
re without 
n. Is said 
‘tural wood 
machining 
in be used 
work, as a 
id possibly 
ng. Write 
Company, 
ll. 


e Storm 
insulation 
solid-sheet 
ninated to 
: Building 
lt-impreg- 
per intro- 
feature of 
igle sheet 
d sheet of 
thickness 
» reflective 
its area. 

Storm 
wo types: 
linum foil 
pregnated 
einforced, 
ngth web 
bedded in 
tween the 
d the as- 
ng paper. 
tes by the 

radiated 
origin. In 
ining the 
ilding ... 
iting the 


ERMAN & 


m Write 
Dept. AL, Union, Ill. 


© jength flooring, introduced by The 
* Connor Lumber and Land Com- 


} ture. The package has met with 
} outstanding approval from retail 
© lumber dealers for its many mer- 
© chandising advantages. 





» in size to make easy handling, the 
§ carton contains a sufficient amount 
Sto cover 10 square feet of floor, 
' thus eliminating all figuring of 
additions for match, etc. and also 
protecting the dealer against loss 
through errors in tallying. The 





transfer of radiant heat from the 
sun into the inside of a structure. 
Protective Papers, Inc., 


Connor Introduces 
Packaged Flooring 


This Laytite Packaged short 


pany, is put up in attractive card- 
poard cartons and sealed to protect 
its contents from dust and mois- 


Designed 


manufacturer says this method of 
selling hardwood floors by the car- 
ton instead of the thousand board 
feet method, eliminates the price 
per M and easily brings the unit 
price to the buyer’s understanding. 
Write The Connor Lumber and 
ag Co., Dept. AL, Marshfield, 
Vis, ; 


New Paint for 
Asphalt Shingles 


Asphalt-Seal a waterproof finish 
for painting and weatherproofing 
asphalt side wall and roof shingles, 
was developed especially for use 
to restore and beautify dirty, 
weatherbeaten insulated brick sid- 
ing. This new product is said to 
stop bleeding and crumbling by 
Sealing the pores of the surface, 
leaving a colorful waterproof finish 
which will withstand atmospheric 
and weather conditions. Available 
im one and five gallon containers 
the finish is ready mixed for im- 
mediate application and comes in 
three light and four dark colors. 
Write Dewatex Manufacturing 
Corporation, Dept. AL&BPM, 42nd 


“g and Dyer Ave., New York 18, 





BUILDING Propucts MERCHANDISER 


Build up your Fire Fighting power with 


ne ee 


Get ready for the 
fire season by build- 
ing up your equip- 
ment with the ex- 
tinguisher that gives 
all ‘round — service. 

The cost of INDIAN FIRE PUMPS is low, 

but for grass, rubbish, roof, house, par- 

tition, building and other 

class A fires they have no 

equal. Order now! You 

have a choice of armco 

zinc-grip steel tanks lined 

with asphaltic base paint 

or solid brass or chrome 

plated tanks. 


Fire Chiefs tell us the Indians ‘are worth their 
weight in gold’’ and they are ‘‘a one man fire | 


department’, and they would not be without NDIAN 
them. ‘‘Water wetting’’ agents work best in eaietee 
iTH 405 Main Street 
e * @ UTICA 2, N.Y. 


INDIANS and do not harm the tank. 
PACIFIC COAST BRANCHES: 


i] Equipment & Rubber Co., Inc. Fred E. Barnett Com Mill & Mine Supply, Inc. 
maar a5 Brannan Street -_ 2005 S. E. 8th ed 2700 Fourth Avenue South 
San Francisco 7, California Portiand, Oregon Seattie, Washington 
Fred E. Barnett Company L.N. Curtis & Sons 
600 Street 426 West Third Street 
Klamath F; go Salt Lake City, Utah 
CANADIAN AGENTS: 
Fleck Bros. Limited Duke Equipment Company, Limited 
110 Alexander Street 297 Duke Street 
Vancouver, 8. C., Canada Montreal 3, Canada 


Roy G. Davis Company 
617 East Third Street 
Los Angeles, California 
















Grade Stamped 


DOUGLAS FIR 


SPECIFIED DIMENSION 
OUR SPECIALTY 


We can ship straight cars of one length or any specified lengths 
you want. Boards and small timbers of course. Also precision 
trimmed Studs cut to exact length. 


Let us know your needed items. 


MANUFACTURING CORP. 


TIGARD e OREGON 





Telephones — Portland Line CH. 3330 or Tigard 2301 








THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


Rainelle, W. Va. 

















D. M. McCuintock Lumber Co. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber — Shingles 


Mill Agents for 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., Canyonville, Oregon 
Silver Peak Lumber Co., Riddle, Oregon 














Every Yard Should Have an 
American Car Door Roller 


oe 


Often pays for itself in one lumber shipment. Adjustable 
to fit openings 5 to 6 ft. wide: double extension roller for 
door 5 to 8 ft. wide. 


Can be furnished with wood or steel beam. “American” 
Logging Tools and Appliances best on the market. 


Write for catalog and information. 


AMERICAN LOGGING TOOL CO. 
Evart, Mich. 


Best and cheapest 
helper for loading and 
unloading lumber. 
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=< SCREWTITE NAILS _ 
Se "HAVE HOLDING POWER 


: The special screw shank of the SCREWTITE 
+ ALUMINUM NAIL clamps aluminum roofs on tight. 

*: Once on they stay tight and dry. The combina- 
ee ? tion of the precision-engineer 
* the neoprene washer around 
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Actual 


size the head makes sure the roof 
a. stays on. 
of Nail 


toa For Free Samples 


* Monufactured by 
INDEPENDENT NAIL & PACKING CO. 


























HOUSTON 


Grateless, Air Cooled 


REFUSE 
INCINERATOR 


Engineering Service & 
Estimates Furnished 
Without Charge 


HOUSTON BLOW PIPE & 
SHEET METAL WORKS 


HOUSTON 1, TEXAS — 
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a Specialists in Oak Floor- : 
, ing. General wholesal- ~~] ; 
=" ers of all lumber items. ~~ {J 
ms e 
Contact us on your 
needs. “4s 








JF £. WEBSTER LUMBERCO.,75.8,.%079,2 
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“ST OR RM SASH 
Protection Products Mfa. Co. 





Research Laboratory and Plant KALAMAZOO, MICH. 
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Lumber 
Market Analysis 





rrent Statistics on 
tput and Distribution 

Lumber shipments of 415 mills reporting to the 
ational Lumber Trade Barometer were 3.0 percent 
hove production for the week ending September 17, 
149, In the same week new orders of these mills 
ere 18.5 percent above production. Unfilled order 
es of the reporting mills amount to 35 percent of 











ocks. For reporting softwood mills, unfilled orders 
re equivalent to 21 days’ production at the current 








Roller 


t. Adjustable 

310n roller for 
“American” 

market, 
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ate, and gross stocks are equivalent to 55 days’ pro- 
uction. 

For the year-to-date, shipments of reporting iden- 
Hcal mills were 2.2 percent above production; orders 
rere 4.2 per cent above production. 

Compared to the average corresponding week of 
935-1939, production of reporting mills was 29.3 per- 
ent above; shipments were 41.4 percent above; orders 
re 55.8 percent above. Compared to the corre- 
ponding week in 1948, production of reporting mills 
yas 9.6 percent below; shipments were 3.6 percent 
bove; and new orders were 20.8 percent above. 


outhern Pine 
The 119 mills reporting to the Southern Pine Asso- 
iation for the week ending September 24, 1949, cut 
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pn total of 20,491,000 feet. This was 5.85 percent below 
he three-year average. Orders amounted to 22,876,000 
feet, or 25.18 percent above production. Shipments 
ran to 20,491,000 feet, 5.57 percent above the three- 
year average and 12.13 percent above production. 


n the Market Centers 

TACOMA—Continued improvement has character- 
ized the lumber market during the past fortnight. 
Orders and inquiries are gaining steadily and general 
indications for Fall are most encouraging, operators 
believe. Production likewise is showing a decided gain. 
Cooler and rainy weather has eased a critical situation 
in the woods throughout western Washington so much 
that state forestry officials lifted a ban that had been 
imposed upon logging operations. Waterborne cargo 
movement is picking up, the new French motorship 
Washington, which arrived here yesterday, is vis- 
iting several Puget Sound and Columbia River ports 
picking up lumber for European ports. Reports 
from Gray’s Harbor likewise show renewed maritime 
activity. Seven freighters called there last month, 
picking up approximately 9,000,000 feet of lumber. 
Two Tacoma firms currently are working double shift 
on a rush order to furnish 500 emergency grain bins 
to care for the bumper crop in Nebraska. The con- 
tract was signed betweén the Plywood Products Co. 
and the Credit Commodity Corp., a federal bureau. 
The bins are being manufactured by Loxide Struc- 
tures, Inc., and Engineered Plywood Products Co., 
affiliated plants. 

SEATTLE — Bad fire weather caused the state 
forester to close all logging camps in western: Wash- 
ington for two days early in September. Lightning 
started many fires but suppression crews got to the 
fires so quick that only 325 acres was burned over. 
There were no Class C fires (over 10 acres). Inventory 
of logs as of August first revealed Puget Sound supply 
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Let Ferguson demonstrate how well we can meet your needs in 


Southern Pine @ Southern Hardwoods 
West Coast Woods 
Write, wire or phone 
Now in our 56th year 


Fe ee oe CO | 


LUMBER COMPANY 
ST. LOUIS |, MISSOURI 








FOR EASIER SALES 
... and PROFITS 


PLYTEX is the beautiful new ply- 
wood paneling that is taking the 
country by storm! © Its low cost and 
three dimensional beauty plus ease 
of installation . . . all backed by a 
strong 4 fold sales program .. . 
make it a natural for every lumber 
. dealer. Available now in '/" Fir in 
3' x 6', 4’ x 6, 7', 8' and 9 sizes in 
interior and exterior grades. Red- 
wood PLYTEX available in '/44"— 
4' x 8' panels. Send for FREE sam- 
ples, prices and details of the profit 
building 4 fold sales program. 


PLYTEX DISTRIBUTORS 


Aetna Plywood & Veneer Davis Plywood Corp. Huttig Sash & Door Co. 
Co. 7 Berea Rd. 1090 N.W. 23rd St. 

= N. o Ave. Cleveland 11, Ohio Miami, Fla. 

hicago 22, Ill. 

J. E, Elrod Lumber Co. Mai" Engtiet et On 

P. 0. Box 1106 High Point, N. C. 

Johnston Bldg. 

Chaflotte, N. C. Plunkett-Webster 

815 6. rast St 

— Plywood New York 54, N. Y. 

240 Ives St. Sash, Door & Glass Co. 

Jacksonville, Fla. 6th & Stockton St. 


WE 





Binswanger & Co., Inc. 
Roseneath & Leigh St. 
Richmond, Va. 


Central Bldg. Supply, Inc. 
350 N. Holliday St. 
Baltimore 2, Md. 


Dalton-Bundy Lumber Co. Richmond, Va. 
608 McKevitt Bldg. Gulf States Plywood Co. oe 
Norfolk 1, Va. 781 La Salle St. Lumber Co. 


New Orleans 13, La. 295 Medford St. 


Charlestown, Mass. 
Wholesale Dist. Co. 
Moline, Ill. 


Dixie Plywood Co. 
268 Westminister Dr., 


Atlanta, Ga. 


Hal Keely Plywood Co. 
3232 E. Carson St. 
Pittsburgh 3, Pa. 


PLYTEX CORPORATION 


1440 Willow Street 12555 Berea Road 
Chicago 22, Ill. Cleveland, Ohio 
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+ « + « brings you lasting floors with built-in 

















SITKA SPRUCE 
Lumber and Box Shook 


RAYONIER 


LUMBER DIVISION 


P. O. Box 540 
Hoquiam, Washington 





RAIL AND CARGO SHIPPERS 


Formerly operated as the 
Polson Lumber and Shingle Mills—now the 
Lumber Division of Rayonier Incorporated. 























—when it comes to 
i HARDWOOD flooring 


Vito 





YW 








When you 
“DELFAIR”, you can know 
you are getting flooring 


STANDARD STRIP specify 
made in grades and sizes to fit al . 
every cetemaniaien ened ae at its best . . . flooring 
that meets every specifica- 
tion for residential and 
commercial building. Man- 
ufactured in one of 
America’s most modern 
plants, DELFAIR flooring 
is used in homes and 
buildings everywhere. 


DELFAIR PREFINISHED 


beauty 


PLANK AND PARQUETRY 





When it comes to hard- 
wooed flooring, you can 
count on DELFAIR. 


D.L.FAIR LUMBER CO. 


- « « for floors that reflect added charm 
and beauty 


LOUISVILLE, MISSISSIPPI 


MEMBER OF N.O.F.M.A 








increased by 16 million feet and Columbia river by 
36 million feet over July 1st. Only on Grays Harbor 
did inventory drop to the extent of 744 million fee. 
This was due to logging camp shutdowns following 
a shutdown of Rayonier Inc. due to lack or orders. 
The sawmill fir log continues to be in weak supply, 
Plywood, pulp, and shingle logs have a good inventory, 
Better log supply and better business is increasing 
shingle production. 


Demand prices—Log prices are virtually unchanged, 


And there is little change in mill prices. Dimension Ff 


gets the strongest call. Business is described as spotty 


to fairly good. Charts show that the unfilled order file § 


has been climbing since July. There is quite a volume 
of transit buying. It appears that the yards need 
lumber but are not stocking up to any extent. 

Shingle manufacturers are much encouraged by a 
better demand. Much business is available but quick 
shipment is demanded. The ability to ship quick gov- 
erns prices. Some mills have 30-day erder files. Many 
Canadian mills also have 30 days’ supply of orders, 
5X move out of the mill at $7.00, 5.00 and $2.50-2.75; 
18” at $8.00, 4.50-4.75 and 2.75. 

Car shortages in Oregon which stimulated business 
is about over. Supply—Mills and yards have mod- 
erate stocks; they still fear being caught with a high 
inventory. 

KANSAS CITY — Marked strength ruled in the 
southwestern lumber markets in the past two weeks, 
with gains ranging from $3 to $5 a thousand in key 
boards and dimension stock. Contributing to the 
steady improvement which has prevailed for nearly 
two months has been the wet weather. Mills have 
been unable to work full time and orders are piling 
up. A definite shortage in the log supply has devel- 
oped in some sections as workers cannot get into the 
forests to bring in the needed logs. It was common 
for mills to saw their dimensions into boards as the 
latter became scarce and the demand increased. 

The 1 x 8 No. 2 boards were priced at $70 to $72 
a M, and the 1 x 6’s at $68 to $70, the latter the top 
for the year. In dimensions, both air and kiln- 
dried, prices for 2 x 4’s were unchanged at $62 to $65 
a M, while the 2 x 6’s were up $5 at $65 to $70 and 
the 2 x 8’s up $3 at $68 to $70. Flooring and finish 
prices generally ruled steady at prices ranging from 
$140 to $150 a thousand. The small mills that closed 
down earlier in the year have no intention of resun- 
ing operations as the rainy weather sets in, even 
though the price improvement would permit them to 
show a modest profit. 

Retailers are anxious to build up their inventorie 
and a sizable part of the current ordering is for re 
placements. Premiums are commanded for prompt 
loadings. The Yellow Pine mills are beginning to lose 
business to the Ponderosa and fir operators as prices 
continue up. 


BALTIMORE — The market in Southern pine is 
reported somewhat firmer by Baltimore lumber deal- 
ers, with the range in prices showing some wide vati- 
ations from yard to yard. 

A resume of current quotations shows the follow- 
ing: 

2x4 x 8 x 10 now $55 to $59; 2x 4 x 12 from $57.50 
to $67; 2x 4x 14 to 16, from $60 to $72; 2x 6x 8 to 
12, from $57.50 to $65; 2 x 6 x 14 to 16, from $60 
to $71; 2 x 8 x 8 to 12, $60 to $69; 2 x 8 x 14 to 
16, $60 to $72; 2x 10 x 8 to 12, $65 to $72; 2x 10x l4 












































to 16, $70 to $76. Prices of roofers are showing con- 


siderable variation, the range being $63 to $69. 
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nbia river by 


nas Harbor PAUL BUNYAN'S HOME RUN 
, million feet, 
wns following They never found the Ball when Paul Bunyan took his cut. Paul 


ck or orders, 
weak supply, J 
0d inventory, 
is increasing § 


Bunyan’s product makes the hit today. High altitude stock care- 
fully milled, seasoned, surfaced and graded. 


INQUIRIES WELCOME TO MEET YOUR REQUIREMENTS 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 






TRADE MARK 


ly unchanged, & 
s. Dimension 
bed as spotty fF 





— gee file FF > Ponderosa Pine = White -Fir Incense Cedar 
ulte a volume & 7 
e yards need eresternen SOVUSANVILLE 2 CALIFORNIA 





<tent. 

ouraged by a 
ble but quick 
lip quick goy- 
r files. Many 
ly of orders, 
id $2.50-2.75; 














Prevent costly “checking” waste by 
sealing ends of stacked lumber with 
TEST IT No. 464-A Lumber Sealing Compound. 
YOURSELF [Easily applied — usually by spraying 


inexpensively 


Save hundreds by With a spray gun of the type used to 


investing a few undercoat automobiles. May also be 


4t4-A Compound. applied by brush or by end dipping. 
$ J 20 inssca. Compound is a black, heavy-bodied 


$180 ,22!% liquid that has been tried and proven 
]22 «5; al. for more than three years in the 
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F.0.B. Akron, O, lumber industry. Order TODAY. 
THE AKRON PAINT AND VARNISH CO. 


Quality Products Since ‘78 AKRON 1, OHIO 
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Al Clements Lumber Co. 


MANUFACTURERS & WHOLESALERS ¢ DOUGLAS FIR LUMBER 
° Industrial and Housing Materials 
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lumber deal- 
ne wide vari- 
Sustained Yield 
s the follow- PONDEROSA PINE 
: from $57.50 CALIFORNIA SUGAR PINE Quitintons 
-2x6x 8 to uau umber 
16, from $60 SRedeoa Fu Werdenk WESTERN WHITE SPRUCE pegs fe mclae 
x 8 x 14 to Cut Stock — Mouldings Industrial Box Shook . 
+3 2x10xl4 ; 
showing con- 
to $69. 
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“Conditions Are Fundamentally 
Right for Good Business" 


Declaring that in the fear of a de- 
pression lies the only danger, econom- 
ically speaking, now confronting the 
American business man, R. George 
Morgan, supervisor of sales of The 
Upson Company, Lockport, N. Y., re- 
cently addressed members of the sales 
staff of the Lyman Feldheim Com- 
pany, Upson distributors in Erie, Pa. 
The Upson Company is one of the 
country’s largest producers of lami- 
nated fibre wall and ceiling panels. 

“Business is just as good today as 
the salesman wants to make it,” Mr. 
Morgan said, “but in 1949, unlike 
the lush years just past, the success- 
ful salesman and the thriving dealer 
must go out looking for business; 
business is no longer looking for the 
salesman.” 


He pointed out that conditions are 
fundamentally right for good business 
in the United States for a long time; 
and that bank deposits are higher, 


Names in the News 


with a larger number of depositors 
than ever before. 

He predicted that there will be no 
depression and not much of a reces- 
sion, pointing out that there are 
fewer farm mortgages than at any 
time in the last 150 years, due largely 
to the farm subsidies which guarantee 
farmers certain minimum incomes. 


“Bob" Bodkin Heads Softwoods 
Div. E. J. Stanton & Son 


Roy Stanton, Jr., executive vice- 
president E. J. Stanton & Son, whole- 
sale lumber distributors in Southern 
California, announced his company 
had appointed Robert M. “Bob” Bod- 
kin to head their softwoods division. 


Mr. Bodkin joins the pioneer lum- 
ber firm with a well rounded back- 
ground of over 15 years’ experience 
in the purchasing and sales promo- 
tion of lumber products, in particular 
Ponderosa and Sugar Pine from the 
Pacific Northwest. As general man- 


ager of the Ponderosa Pine Woodwork 
Association — with headquarters jy 
Chicago—he developed contacts 
throughout the mill territory in Ore. 
gon and Washington which will aid 
him in his merchandising and purchas. 
ing plans for the Los Angeles firm, 





Wisco Hardware Announces 
Merchandising Sales Show 






The Wisco Hardware Company will 
hold its Annual Merchandising School 
and Sales Show, January 17, 18, and 
19, 1950, at the Wisco Hardware Con. 
pany headquarters, Madison, Wis. 

This will be the 25th anniversary 
of the founding of the company, and 
a special anniversary program is be. 
ing planned. 















Georgia-Pacific Appoints 
Vice-President, Director of Sales 





Paul B. Shoemaker, for five years 
sales manager of United States Gyp- 
sum Company and affiliated with that 
firm for 22 years, has been named 
vice-president and director of sales 
of the Georgia-Pacific Plywood & 
Lumber .Co., it was announced today 
by Owen R. Cheatham, president of 
Georgia-Pacific. 

“We are glad to bring into our or- 
ganization a man with such rich ex- 
perience in the building materials 








Authentic, attrac- 











tive Colonial 
Entrances in 
designs and sizes 
for all needs. Set 
up or Semi-Shook. 











COLONIAL ENTRANCES 
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One of the 10 items in the GREGG Packaged Millwork Line 
which brings you the best of millwork design and workman- 
ship, packaged for easy handling and storage, and to reach 
the job ready to install with minimum cost and labor. Priced 
to please the customer, and to show the dealer a practical 


Included in the GREGG Packaged Line you will also find door and 
window blinds, shutters, corner cabinets, mantels, kitchen units, 
base and wall cabinets, drawer cases, cupboard doors, louvres. 


Our catalog shows the whole line — send for your copy TODAY! 


GREGG & SON, INc. 


New Hompshire 
MILLWORK OF QUALITY SINCE 1719 


9 
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The 


MAUK 


Retailers Can Benefit 


from Mauk’s well-organized wholesale service 
from time-tested mills. Mauk experience will 
save you money, time and trouble. 










SEATTLE 


TOLEDO 


Let Mauk do your worrying about where to 
get the kind of stock you want. Yard and shed 
items, plywood, doors, siding, shingles, timbers, 
plank, all lumber items for construction and 
industrial uses. 


Ask Mauk to demonstrate 


on a trial order. 


MAUK SEATTLE LUMBER CO. 


Seattle 1, Wash. 


SOUTHERN HARDWOODS YELLOW PINE 
OAK FLOORING, DOUGLAS FIR, HEMLOCK, 
CEDAR, SPRUCE AND PONDEROSA PINE 


C. A. MAUK LUMBER CO. 


Toledo, Ohio 
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field,’ Mr. Cheatham said. “As an 
officer of the company directing a 
more intensive merchandising pro- 


gram, we are confident that Mr. Shoe- 


maker’s talents will strengthen not 
only our lumber and plywood picture, 
but our allied building products sales 
as well. The move is a step forward 


in Georgia-Pacifie’s plans for future 
diversification.” 

Mr. Shoemaker will make his head- 
quarters in New York. 


W. R. Wilkinson, 
President of Mineral Wool Assn. 


William R. Wilkinson, vice-presi- 
dent and general merchandise man- 
ager of the Building Products Divi- 
sion of Johns-Manville Sales Corpo- 
ration, was elected president of the 
National Mineral Wool Association at 
the annual meeting held at the asso- 


» ciation offices at 1270 Avenue of the 


+ Americas. 
» building 





§ 2nd Plywood and Door 


Mr. Wilkinson entered the 
industry with Johns-Man- 
ville in 1925. 

Name vice-president of the organi- 
zation was R. E. Daniels, a vice-presi- 
dent of the Federal Portland Cement 
Company of Buffalo, N. Y. Jul Holl- 
mann, of the Flintkote Company was 
elected treasurer. 

The Association also elected three 
new members to the board of di- 
rectors. They are: C. S. Northern, 
vice-president of the Sloss-Sheffield 
Steel & Iron Company, of Birming- 
ham, Ala.; H. E. Carney, president of 
the Carney Company, Mankato, Minn.; 
and Joseph R. Addington, president 
of the American Rock Wool Corpora- 
tion, of Chicago. 


Gilbert W. Chapman 
New Yale & Towne Head 


Gilbert W. Chapman was elected 
president of the Yale & Towne Manu- 
facturing Company by the board of 
directors, it was announced by Joseph 
A. Horne, chairman. Mr. Chapman 
who has been serving as vice-presi- 
dent in charge of finance, succeeds 
Calvert Carey as the sixth president 
of the 81-year old lock and mate- 
rials handling equipment company. 
Mr. Carey resigned because of ill 
health, Mr. Horne said. Mr. Horne 
also stated that Fred Dunning will 
continue as executive vice-president, 
and that Otto G. Schwenk will also 
continue as vice-president in charge 
of production. 


Triplett Lumber Is Bought 
By J. E. Elrod 


The J. E. Elrod Lumber Company, 
Charlotte, N. C., has bought and have 
taken over the warehouse property 
: business of 
lripleit Lumber Company, 2233 
Hutchison Ave., Charlotte, N. C. The 
company will continue its regular 
Wholesale lumber business’ as it has 
been loing for many years together 
With its Plywood and Door business. 


Bur 








the COMPLETE 
line of PLASTERING ACCESSORIES 


STRIPITE 


CORNERITE 


For example, CORNERITE, a narrow strip of 2.5# painted 
MESHTEX, 8 feet long, bent at right angles, (2” x 2” or 3” x 3”) 
— used for reinforcing inside corners of walls and partitions in 
wood, tile or plaster-block construction. Also, STRIPITE, — 
2.5# painted MESHTEX, 3 inches wide by 8 feet long, — used 
extensively in reinforcing joints in plasterboard construction. 
These are but two of dozens of needed fast-selling numbers. 
Send for complete catalog and information on Penmetal Dealer- 
ships. 






80th PENMETAL 
YEAR 


Penn Metac Company, INc. 


General Sales Offices: 205 East 42nd Street, New York 17, N. Y. 


District Sales Offices 
Philadelphia 
NTL Maaelildtice 


New York 
Los Angeles 


Boston 
Seattle 


Detroit Talo Holale! oLelin3 
Parkersburg, W. Va 


Chicago 
n.1 
OTeRi Ton 3 
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IT MUST BE DRY 


26 Modern Cross-Circula- 

tion Dry Kilns Handle the 
Full Production of 725,000 
. Ft. Daily at Our 3 Mills. 


Order Willamette Valley Lumber for 
dependable manufacture. Order it 
for reliable grades. Order it for 
scientific Kiln drying. 


KILN-DRIED 


Fir and Hi-Hemlock Dimension 


End-Matched Drop Siding, 
Ceiling, Flooring, D&M 


Western Red Cedar Bevel 
and Bungalow Siding 


Mouldings, Trim, Boards , 


WILLAMETTE VALLEY LUMBER CO. 


DALLAS, OREGON 
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Flintkote Official President 
of Insulating Siding Assn. 


Stuart H. Ralph, vice-president and 
a director of the Flintkote Company, 
was elected president of the Insulat- 
ing Siding association at its annual 
meeting held in the Drake Hotel. Mr. 
Ralph succeeds Harry F. Altheide, 
vice-president of the Globe Roofing 
and Siding Products Company, who 
headed the association during the past 
year. 

Stuart H. Ralph, in addition to this 
appointment, is vice-president and a 
director of the Flintkote company of 
New York, past president of the As- 
bestos Cement Products association, 
Insulation Board Institute, director 
and member of the Executive Com- 
mittee of the Insulating Siding Asso- 
ciation. 

Other officers of the association 
elected at the meeting included Eli L. 
Chamberlain, vice-president of Bird 
& Son ine. as vice-president; Lee H. 
Mattes, president of Mastic Asphalt 
Corporation as Treasurer. 


Mullins Announces Sales 
Promotional Campaign 

A sales promotional campaign de- 
signed to help Youngstown Kitchen 
dealers sell a special eight-foot 
kitchen “package” during October 
is announced by C. D. Alderman, 
sales manager of Mullins Manufac- 


turing Corporation’s Youngstown 
Kitchen division. More than 5,000 
dealers are expected to take part 
in the “October Special” promotion, 
which Alderman said is “the big- 
gest promotional campaign yet seen 
in the kitchen business.” 


The featured kitchen “package” 
consists of a new model 54” Youngs- 
town Kitchenaider cabinet sink, 
two 21” base cabinets and two 21” 
wall cabinets. To start the promo- 
tion, Mullins is placing advertising 
in 204 newspapers in 195 cities 
across the nation. Price is featured, 
along with the fact that “this 
is a genuine Youngstown Kitchen” 
available at “less than you’d pay 
for a refrigerator.” Write Mullins 
Manufacturing Corp., Dept. AL, 
Warren, Ohio. 


Chicago Firm Will Represent 
Ponderosa Mills of Mexico 


S. R. Taxey, president of the Chi- 
cago Warehouse Lumber Co., 201 N. 
Wells St., Chicago 6, Ill. announces 
that his company will represent Pon- 
derosa Mills of Mexico, Inc., which is 
the lumber division of The Northwest- 
ern Railroad of Mexico in six states: 
Illinois, Indiana, Michigan, Wisconsin, 
Minnesota and Iowa. 

According to the announcement 


folder, Ponderosa Mills of Mexico, 
Inc. produces 100,000,000 feet of ium. 
ber annually of ponderosa pine, and 
is equipped with Stetson-Ross planers, 
double-end trimmers, band resavws, 
dry kilns, creosoting plants and box 
factories. Direct mill shipments wil] 
be made to retail lumber yards, sash 
door and millwork plants, and indus- 
trial buyers. 





ce 


Companies Announce 





Marvin T. Arnsdorff, Jr., advertis- 
ing manager of Southern States Iron 
Roofing Company of Savannah, Ga,, 
was formerly manager of general ad- 
vertising prior to his new appoint- 
ment. He replaces E. C. Boyce, who 
resigned to accept a position on the 
Pacific Coast. 


William Balderston, president, Phil- 
co Corporation and its subsidiary, 
Southeastern Industries, Ine., an- 
nounced that the board of directors 
appointed R. C. Fraunberger, vice- 
president and general manager of 
Southeastern. Mr. Fraunberger has 
been Southeastern’s general manager 
and manager of Philco’s Forest Prod- 
ucts Division since March, 1946. 


Southeastern Industries, Inc., sub- 
sidiary of Philco Corporation, has 
headquarters in Philadelphia but 


owns timberlands in the Southeast, 








MID-STATES 














AVAILABLE NOW! 


Designed for easy installation and 
removal, Mid-States new Conductor 
Pipe Hangers are available now in 
any quantities. 

Galvanized sheet base can be 
attached to building with either 
screws or nails. Galvannealed wire 
loop holds pipe firmly—yet far 
enough away from building to per- 
mit painting. 

Standard package of 100 to box. 
Write or wire today. 


MID-STATES STEEL & WIRE COMPANY 


meaeww ee Om eS VILLE, 


CONDUCTOR 
PIPE HANGER 
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foration. 


Dealers! There's More 
Profit in FAST Drainage! 


In every community, home owners 
and institutional buyers recognize 
the need for fast drainage. Bosco 
has accelerated the drain rate of 
regular drain tile by scientific per- 


The dealer who has this needed 
product in stock will get the busi- 


FASTER 
DRAINAGE 








Septic tank drains 





drainage 
Athletic Fields 
Golf Courses 
City Parks 
Tennis Courts 





Sales Opportunities in: 
Foundation drainage 
“Wet Spots” in farm 


Running Tracks, ete. 


Extra Service. Available in 
straight cars or mixed with 
other fine Bosco drainage ma- 
terials, regular Drain Tile, also 
Sewer Pipe and Fittings. 


Write today for the Bosco 
Folder and quotations. 
















BOWERSTON 


SHALE COMPANY [i> BOWERSTON, OHIO 
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SOUTHERN PINE 


@ Interior Trim 
@ Mouldings 
@ Shiplap & CM 


We can mix in your selection of Southern Hardwoods 
— Elm, Ash, Beech, Red and Sap Gum, Red and 
White Oak. 

For over 60 years Davis Brothers Lumber Company 
has been delivering top-quality Southern Pine and 
Hardwood Lumber. Mixed Carloads—Mixed Truck- 
loads. 

Try Davis Brothers on your next order. 


@ Dimension 
@ Flooring 


LUMBER GRADE-MARKED IF REQUESTED 








: Hy Serving Qvolity buyers tor More Than 60 years 


/ @ INNES A Aan KOLULISTTANTAN 


Brothers Lumber Co. 








CONFIDENCE 


The quality and dependability of Urania 
Pine and Hardwood Lumber and Hardwood 
Flooring have won the confidence and trust 
of buyers everywhere for more than fifty 
years. 

Urania is a sustained-yield operation with 
over 130,000 acres managed as a giant tree 
farm. Progressive in forest policies, Urania 
is equally progressive in manufacturing 
methods. 

Order Urania Southern Pine, Hardwood 
Flooring and Southern Hardwoods in 
Straight or Mixed Cars. ° 


Urania Lumber Co. 


Urania, Louisiana 


Members 
$.P.A. — §.P.1.B. — $.H.P.I. 


Lumber Manufacturers and 
Tree Farmers 
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How f J THE NEW 

CAPITOL STREAMLINE 

9 FLUSH-PANEL &8 

Wil Jor Faster Sales 
aaa 
























Here’s a new and beautiful Sectional garage door that has 
every superior feature of design and workmanship. Streamline, 
flush panels electrically bonded to frames. (Not nailed) Insures 
tigidity which prevents warping and distortion. 


Dialectric heating, under tremendous pressure, in a High 
Frequency Heating Unit forms a complete fusion, or bond — 
impervious to rain, snow or ice. Equalized “pull” or “strain” 
at all points of the section. A stronger, longer lasting, super- 
quality door combining beauty and long life with economy. 


Same easy-to-install hardware is used on all Capitol Taper 
Seal doors. 


Ruggedly and more substantially constructed — and they‘re 
priced to sell — but fast. 


NOTE THESE MANY SUPERIOR FEATURES 


Modern Beauty - Streamline - Flush 
Panels - Dialectric Bonding - Equal- 
ized “Pull” or “Strain” - Balanced 
Action -  Ball-Bearing Rollers - 
Feather Touch” Operation - Taper 
Seal Weather Protection - Rugged 
Construction - Easy Installation - 
Long Life - Reasonably Priced. 





Sizes Available 
8'0"’x7'0"x134" 
8'0"'x7'6""x13/4,"" 
8'0’x8'0"'x13/4" 
9'0’x7'0"x13/4," 











See Your Lumber Dealer or Write 
Us For Full Information and Prices. 


CAPITOL PRODUCTS 


118 South Third St. Springfield, Ill. 
Telephone 7838 








Turnover is Quick 
Easy to Install 
Every Home Needs Them 


Make the most of this quick-moving Donley 
item that can be a part of every home 
order, and takes only moderate stock invest- 
ment. .. While Donley makes ten sizes and 
styles of ventilators to fit every situation, 
the bulk of your sales can be supplied with 
two or three. . . Easily installed, simply 
anchor flange back of siding, in case of 
wood construction, or face masonry in brick 
or stone construction. . . 
Substantially made of heavy 
gauge steel, thoroughly 
protected and screened 
against insects. . . Note at 
right hip roof type for in- 
stallation on slope — bat- 
tened against gusts of rain 
or snow. 


DONLEY ATTIC VENTILATORS 


meet every situation. . . Note at top two curved types—the 
half round, popular in colonial types and quarter round, used 
where chimney divides the gable. . . Rely on this and scores of 
useful Donley Devices, described in catalog. 


Consult our 24-page catalog in American Lumberman Mer- 
chandiser, or a copy will be sent on request. 


THE DONLEY BROTHERS CO. 


13928 Miles Avenue Cleveland 5, Ohio 
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Operating a branch office, band mill 
and planing mill at Conway, S. C. 
Producing hardwoods, Tidewater Red 
Cypress and S. Y. Pine, it has enough 
timber for a long life. The upper 
grades of the best hardwoods are 
used by Philco in its radio cabinet 
plants, but the bulk of the lumber 
is sold on the open market through 
the following leading wholesalers and 
commission agents: Brown-Bledsoe, 
Greensboro, N. C.; MacLea Lumber 
Co., Baltimore, Md.; Ben T. Hazard, 
Schofield Bros., J. Gibson Mellvain, 
Wistar, Underhill and Daniel Buck, 
Philadelphia; Plunkett-Webster, New 
Rochelle, N. Y.; Daniel H. Heller, 
York, Pa.; Douglas P. Jones, Stam- 


ford, Conn.; Germain Lumber Co., 
Pittsburgh, Pa. and Montgomery, 
Ala.; Frisbie Lumber Co., Cleveland, 
Ohio.; W. L. Maier Lumber Co., Chi- 
cago; Coney-Davies, Charleston, S. C. 


Robert L. Major has been named 
sales engineer for Kaylo building and 
insulating products and will make his 
headquarters in Pittsburgh, Pa. Wil- 
liam M. Hankins, general sales mana- 
ger of the Kaylo Division of Owens- 
Illinois Glass Company in Toledo, 
also announced the appointment 
of William R. Lugar as sales control 
supervisor of the Kaylo Division with 
headquarters in the company’s gen- 
eral offices in Toledo. 





Dealers 


FOR NEW FARM BUILDINGS AND REPAIRS 


Stock Lipllri 


Many dealers are selling Trip-L-Grip to tie 
barn roofs securely to sidewalls and help pre- 
vent uplift due to wind. Nails furnished with 
Write today for dealership — quick 


anchors. 
sales, good profits. 


TIMBER ENGINEERING COMPANY wasHiNcTON 6, D.c. 



























[DIXIE BRAND] - 













































































Waa 


1 a 


ANGELINA COUNTY LUMBER CO. 


General Sales Office — KELTYS, TEXAS 


62 years of service to Lumber Dealers 


SOUTHERN 
PINE and 
HARDWOODS 


MIXED CARS 
A SPECIALTY 








Elliot S. Phillips, president of De. 
voe & Raynolds Company, annouiiced 
the appointment of George P. Gray as 
general sales manager of Devoe and 
Wadsworth, Howland Company Trade 
Sales Division. Mr. Phillips also an- 
nounced that Floyd E. Richards has 
been appointed general manage of 
the Brush Division, and Kenneth 
Adams appointed plant superinten- 
dent of the Brush Division at Prince- 
ton, Ind. 


George Halvorsen was recently ap- 
pointed general sales manager for 
the Westwood Manufacturing Com- 
pany of Los Angeles. He was for- 
merly assistant sales manager of the 
Schlage Lock Company of San Fran- 
cisco. Sales of all Westwood products 
which include cylindrical door locks, 
Chrome-Clad and Weschrome bath- 
room accessories and Weschrome 
cabinet pulls and knobs, will be under 
Mr. Halvorsen’s direction. He will also 
direct marketing, supervise distribu- 
tion and appoint and direct factory 
representatives. 


Devoe & Raynolds Company, Inc., 
of New York, has appointed the J. 
Walter Thompson Company, New 
York, to handle its advertising effec- 
tive December 1, 1949, including the 
advertising for its following subsid- 
iary divisions: Wadsworth, Howland 
Co., Boston, Mass.; Peaslee-Gaulbert 
Paint and Varnish Company, Louis- 
ville, Ky.; Jones-Dabney Co., Louis- 
ville, Ky., Truscon Laboratories, De- 
troit, Mich.; and Beckwith-Chandler 
Company, Newark, N. J. 


David Griffiths was named _ sales 
representative in Western Pennsyl- 
vania for the Insulite Division of 
Minnesota and Ontario Paper Com- 
pany, Minneapolis, M. C. Fairfield, 
Insulite sales manager, announced. 
Mr. Griffiths will make his headquar- 
ters in Pittsburgh, and his territory 
will include the cities of Erie and 
Johnstown. He will service the areas 
formerly covered by Austin W. Ster- 
ling, Insulite sales representative in 
the Pittsburgh area for more than 
10 years, who died August 8. 


Chain Belt Company of Milwaukee, 
manufacturers of Rex and Baldwin- 
Rex Sprocket Chains, Power Trans- 
mission Machinery, Rex Conveying 
and Processing Equipment, announces 
the appointment of John C. Toomey 
as a district sales engineer in the 
Detroit District Office. 


Carl D. Smith, who has been with 
Firestone Tire & Rubber Co., Akron, 
Ohio, for 26 years, has joined the 
LeTourneau company in Peoria, IIL, 
as special representative of the sales 
division. 


Murrel Crump, who for the past 
nine years has served as advertising 
manager of the Locke Stove Company, 
Kansas City, Mo., has been made 
manager of public relations, and has 
announced the appointment of James 
E. Baker as advertising manager. 
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Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 

















THE NE 


LOW-PRICED 
BUSS No. 208 


SINGLE 
SURFACE 
woop 
PLANER 
Capacity 20” x 8” 












One of a complete line of single 
and double surface wood planers 
— all built by planer specialists. 


One look at the specifica- 
tions of this machine will 

2. ae : convince you that the BUSS 
No. 208 brings to the low-priced small planer field a new high 
stendard of both construction and performance. It's a husky, pre- 
cision-built planer that will handle everything within its 20" x 8" 
Capacity with speed and accuracy. It's ideal for the small shop, 
mil! or lumber yard, complete in every detail, including fully en- 
closed motors, sectional infeed roll, sectional chipbreaker, 4 driven 
rolls, built-in knife grinding-jointing attachment and many other 
features, Available in various feed rates. Write for price and 
complete information, NOW! 


PLANER SPECIALISTS. 
238 EIGHTH ST. 



















HOLLAND, MICHIGAN 
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OZARK 


1927 == BRAND -- 1949 
OAK FLOORING 





Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 





{ 


THE OZARK OAK FLOORING CO. 
BISMARCK, 


MISSOURI 
LL divisions of Canadian Forest Products Limited use 
top quality logs from our own virgin timber limits 
at Englewood and Harrison Mills, B.C. 





EBURNE SAWMILLS DIVISION 


9149 Hudson Street, Vancouver, B.C. 





Utilizing Douglas Fir, Pacific Coast Hemlock and Western 
Red Cedar for the production of Timbers, K.D., Dimension 
and Boards, Finished Uppers, Car Material and Siding. 


a) 


Specializing in production of *Douglas Fir Plywood, P.V. 
Brand Edge Grain Cedar Plywood and P.V. Brand Hardboard. 
*Obtainable from our affiliated company, Pacific Veneer 
and Plywood Corporation, Bellingham, Wash. 


PACIFIC VENEER & PLYWOOD DIVISION 


Foot of Braid Street, New Westminster, B.C. 





HUNTTING-MERRITT SHINGLE DIVISION 


9110 Milton Street, Vancouver, B.C. 





Manufacturers of the world-famous Huntting-Merritt 
Brand Red Cedar Shingles, and Dri Home prestained cedar 
shakes for modern sidewall construction. 


CANADIAN 
FOREST 


FOR SHIPMENT TO ALL 
POINTS IN UNITED 
STATES 
Mixed carloads of lumber, 
plywood and shingles are 
made up from each of the 
Canadian Forest Products 
Divisions and the Pacific 
Veneer and Plywood 
Corporation, Bellingham, 

Wash. 


PRODUCTS 


Limited 















“Jim” Baker will play an active role 
in the preparation of an expanded 
program of advertising and sales pro- 
motion to support the sale of Warm 
Morning heaters this fall and winter. 
His appointment to the Locke Stove 
Company staff coincides with the en- 
largement of the “Warm Morning” 
line to include both oil and gas fired 
heaters, as well as a new magazine 
feed coal furnace. 


The Thomas W. Bullok Company, 
Louisville, Ky., recently named sales 
agent for General Switch Corp., 
Brooklyn, N. Y., will cover territory 
of southern Ohio, Kentucky, the 
southern portion of West Virginia, 
and western Tennessee. Mr. Bullock’s 
staff will contact contractors and ar- 
chitects with the General Switch line 
of enclosed safety switches, service 
entrance equipment, branch circuit 
or residence panels. 


Byrne C. Manson has been ap- 
pointed as engineer in charge of re- 
search and utilization problems by the 
California Redwood Association, suc- 
ceeding the late Ben F. Wade. 


Retirement of Mrs. Lydia Marie 
Heisley after 42 years of service and 
of William W. Kinsley after 13 years 
has been announced by the Forest 
Service department of the U. S. Dept. 
of Agriculture. The former has writ- 
ten several miscellaneous publications 
on forestry. 


Frank P. Leahey, who managed op- 
erations at Battle Creek, Mich., for 
the Nichols Wire & Alunminum Co., 
was made vice-president in 1947 when 
he joined the general offices of the 
company at Davenport, Ia. Recently, 
Frank R. Nichols, president of the 
firm, announced that Mr. Leahey’s 
position had been changed from that 
of vice-president to executive vice- 
president. 


Stimson Lumber Company, Forest 
Grove, Ore., is the national sales 
agent for “Forest Board,” according 
to an announcement by Harold A. Mil- 
ler, president of Forest Fiber Prod- 
ucts Company. The sales program 
for “Forest Board,” a new hard board 
panel, will be under the supervision 
of Ray Replogle, sales manager of 
Stimson Lumber Company. An exten- 
sive advertising and promotion cam- 
paign will be launched immediately on 
a regional basis in 11 western states, 
and later, on a nation-wide scale. 


The Richkraft Company, Chicago, 
Ill., manufacturers and distributors 
of reinforced, waterproof building 
papers, and road curing blankets, has 
announced the appointment of four 
new salesmen to cover the territories 
of Arizona, New Mexico and Texas. 
E. B. Randall will headquarter at 
Houston, Tex.; Dave Gibson, Sr., at 
Amarillo, Tex.; and D. V. Livoni and 
C. H. Hays at Phoenix, Ariz. 


Wm. A. Marsteller, Chicago, and 
Robert P. Melius, Milwaukee, were 
elected vice-presidents of Rockwell 
Manufacturing Company, Pittsburgh, 
according to President W. F. Rock. 
well, Jr. Mr. Melius was recently 
placed in charge of sales for the new. 
ly-created Power Tool Division of 
Rockwell Manufacturing Company, 
which will market Delta, Crescent, 
Multiplex and Delta-Homecraft wood 
and metal working tools. He has been 
with the Delta Manufacturing Divi. 
sion for 19 years, and has been sales 
manager of the Delta Division since 
1935. Mr. Marsteller for the past 
several years has been manager of 
advertising and market research for 
the company, as well as vice-president 
of Edward Valves, Inc., East Chicago, 
Ind. He is completing a _ two-year 
term as president of the National 
Industrial Advertisers Association, 
the nation’s largest advertising or- 
ganization, and is a director of the 
University of Illinois Alumni Asso- 
ciation. 


The Asbestos Company of Texas 
produces asbestos shingles at the rate 
of 1,000 squares a day which is siding 
for 65 average size houses. At pres- 
ent, the Houston plant is producing 
Mustang Asbestos Siding in two de- 
signs: wave-edge and straight-edge, 
and in four colors: Natural White, 
Dove Gray, Foam Green and Pecos 
Tan. 











SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 


Bend, Oregon 


“Member of the Western Pine Associa 
tion, Portland, Oregon. 











NEW YORK 
1604 Graybar Bldg. 


SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 


DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 








SPECIES 


. PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








CHICAGO 
1863 LaSalle-Wacker Bidg. 


SAN FRANCISCO 
1030 Monadnock Bidg. 
Exbrook 2-7041 











Pe Woodworth Telephone CEntral 6-9182 


Lexington 2-9117 











for NEWMAN finer bronze, 
os and stainless 
stee 


DOORS RAILINGS 
GRILLES SIGNS 


KICK PLATES TABLETS 
LETTERS THRESHOLDS 


PUSH BARS 
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THIRD GRADE FLOORING 


This durable flooring is excellent for low cost houses. 
Recommend it also for warehouses, storerooms, indus- 
trial floors. Dependable manufacture. Prompt ship- 
ment. 


J. W. WELLS LUMBER CO. 


Menominee, Michigan 











NEWMAN BROTHERS, inc. 


Dept. A-L, Cincinnati 3, Ohio 
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6854 Stony Island Ave., Chicago 49 . . . Plaza 2-1772 





YOU §S 


with American - bowstrings! 
You Save Money, Speed Construction Time with these 
unusually fine roof trusses. Durable, safe, approved by 
engineers everywhere. Used on the nation's buildings 


for over 27 years. Deliveries Quickly Made. Shipments 
sent fully assembled . . . ready for fast, easy erection. 


ei 


AMERICAN Roof Truss Co. 











Established 1922 iy 


ELIMINATE SPLIT SIDING 


By Using Kokomo Korners 


Corners for bevel wood siding 
made of aluminum—can't rust, rot 
or deteriorate. So constructed as 
to eliminate splitting of siding. 
Two small nails are furnished with 
each corner and holes provided to 
fasten bottom by nailing through 
base of corner into lower edge of 
siding board. Top nails are con- 
cealed by next course of siding. 
Available for 6", 8" and 10" 
siding. 


— 


BUGHER MANUFACTURING CO. 
211 South Main Street, Kokomo, Ind: 


TANNEWITZ occ: 


for Swing Saws 


AV t Lo) $30 to $50 A MONTH 
IN LUMBER AND LABOR 





30 Days Free Trial 


ORDER NOW OR SEND FOR 
CIRCULAR 








BURNER with 
CONE GRATE 


*Burns 25% More 


*With 75% less smoke and 
cinders. Fool proof 


We Also Bulld 


BOILERS —5S TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boller Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 


SEATTLE. WASH. 








Rod Devil, 


FLOOR CONDITIONING 
EQUIPMENT 


FOR SALES FOR RENTAL 


Buy these leaders in design and per- 
formance—thru a single manufacturer. 


FLOOR EDGER 
\ No. FEI 


POLISHER 
No. FP 1 
No. FP2 


SEND FOR COMPLETE CATALOG OF 


RodDevily 


TOOLS, ACCESSORIES, and MACHINES 
RED DEVIL TOOLS, IRVINGTON 11,N. J., U.S.A. 
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ELECTRICAL LIVI 
=f HOMES 


Valuable 


Planning Help 


Packed with simple, practical data to help you and your builders develop 
the most effective applications of electricity and electrical equipment, re- 
gardless of size or type of house. 

Explains the Four Degrees of Electrical Living; makes it easy to apply 
the principle to your builder’s houses to make them sell faster. 

Gives kitchen planning data for the “Economy Kitchen’ that is minimum 
in space and equipment requirements, and an “Ideal’’ kitchen that offers 
an arrangement of equipment, counter and storage space for the home- 
maker who wants the best. 

Contains suggestions for laundries designed for maximum use of space, 
and convenience. 

Shows wiring, and construction details for lighting, with many details 
illustrated. 

Gives data on lighting and wiring; also sizes and installation requirements 
of electric appliances and equipment for the home. 

One copy free. Additional copies for distribution to your builders, available 
at 5 cents per copy. 





Better Homes Bureau 
Westinghouse Electric Corporation 
P. O. Box 868, Pittsburgh 30, Pa. 


Gentlemen: Please send me a copy of your new 
book, Planning Homes for Electrical Living 
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for LUMBER 
and PLYWOOD 


Now you can ship via St. Louis at 
through rates with a short’ stop-over 
for Protexol*-treatment. Your lumber 
is made fire—rot—and vermin-resistant 
at new low cost under the treat-in- 
transit rates newly effective in St. 


Luuis, 


stop 
service 


for Protexol*-impregnation . .. kiln 
drying .. . and fabricating at the 
Mid-West’s finest plant, Fox Brothers 
Manufacturing Co., leaders for 75 years 
in custom-built millwork. 


low 
cost I 


Increase the value of your lumber and 
wood products en route ... phone, 
wire or write 


*Listed by Underwriter’s Laboratories 


eeees&cs§eecsc5§4ee0se0e2ex7#e#e#e @ 


FOX BROS. ‘o's 
Cattonbuite Ulli ° 





St. Louis, Mo.@ 








This SYMBOL 





is Your Guarantee of QUALITY 











NOW is the time to sell 
INSULATION! 


Boost your Fall Insulation Sales 
with United States Mineral 
Wool. Batts, Blankets, Bags — 
for every type insulation job. A 
proven product for 75 years. 


In straight or mixed truckloads 
or .carloads. 


“Keeps Heat where it belongs” 


UNITED STATES MINERAL WOOL COMPANY 
South Milwaukee, Wis. Stanhope, N. J. 
MAIL COUPON NOW! 


United States Mineral Wool Co. 
South Milwaukee, Wis. 


Please send me Insulation Literature to- 
gether with sample Batt, Pouring Wool 
and Loose Wool. 

Name 

Street 


City 














126 


Lubrecht, Anaconda's Lumber Manager 
Retires After 52 Years; Root Successor 


W. C. Lubrecht, general manager of 
the Anaconda Copper Mining Com- 
pany’s lumber department at Bonner, 
Mont., has retired after 52 years of 
service with the company. He will 
be succeeded by his long-time assist- 
ant, H. F. (Jack). Root. 

Mr. Lubrecht was first employed as 
cashier in 1897 at the company’s re- 
tail yard in Anaconda. The following 





H. F. (JACK) ROOT 


year he was made manager of the 
Hamilton yard, and in 1899 went to 
Bonner. He became general manager 
of the Bonner department in 1925. 

“Throughout my work in lumber- 
ing,” said Mr. Lubrecht, “my aim has 
been to establish a continuous year- 
round operation in one plant, to fur- 
nish steady employment and thus fur- 
nish an opportunity for better school 
facilities and family living conditions. 





W. C. LUBRECHT 


That condition now prevails at Bon- 
ner in contrast to the old days of sea- 
sonal employment which kept married 
men out of the lumber operations.” 

Associates of Mr. Lubrecht report 


that through the years the operators 
of the company’s associated small 
mills consider Mr. Lubrecht one of 
their bect friends. Improvement jp 
working conditions, they add, have 
gone hand in hand with the improve. 
ment of the quality of products, and 
the company has: met the best stand. 
ards of the industry under Mr, 
Lubrecht’s leadership. 

Mr. Root who has been assistant 
manager of the Bonner operations, 
has been employed by the Anaconda 
Company for more than 40 years, 
Always interested in the lumber in. 
dustry, he has served many organiza. 
tions in an executive capacity: a di- 
rector and vice-president of the West- 
ern. Pine association, a trustee and 
vice-president of the Western For. 
estry and Conservation association, 
president of the Blackfoot Forest 
Protective association and a director 
of the Timber Products Manufactur- 
ers association and the Northern 
Montana Forestry association. He 
has served for years as a member of 
the state board of forestry, and re- 
cently was reappointed to the board 
by Governor John W. Bonner. 


Your Business and 

Monopoly 
(continued from page 84) 
said, in self protection, to be pro- 
ducing their own goods under their 
own brand names. Reports indicate 
that, sure enough, there’s less jug- 
gling of prices; but the same effect 
is being produced through manipvu- 
lation of discounts. And about that 
retail price fixing: a couple of big 
clothing producers, according to re 
ports, suddenly made a drastic cut 
in the prices their retail distribu- 
tors could charge; catching a lot of 
them with heavy inventories and 
causing losses. That experience 
echoed in Washington. But the 
Robinson-Patman law, modifying 
competition to protect small inde 
pendent retailers, notably against 
chain stores, apparently isn’t to be 
touched. 

The pending Celler-Kefauver bill 
would give the FTC the authority 
to forbid one company’s getting 
control of another by purchasing 
the second company’s physical as- 
sets, providing the Commission 
thought this kind of merger would 
reduce competition. There have 
been protests against the bill; fears 
that it would take away an own- 
er’s common-law right to sell his 
own property. We’re told that this 
and other like contingencies will be 
guarded against. The House is for 
the bill; little likelihood of Senate 
action soon. 


October 8, 1949, AMERICAN LUMBERMAN & 
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In a haphazard way, this is it. 
Monopoly control is as difficult as 
ever, and it’s beginning to get loud 
again. It could kick us over toward 
Statism. Does anybody know what 
to do about the brat? Chairman 
Celler is an able and reasonable 
man. If you have any ideas he can 
use, better make contact with the 
committee. There’ll be more hear- 
ings in the fall. 














Sample Union Contract 
Covering Retail Yard Per- 
sonnel, Is Result of Ohio 


Survey 
(continued from page 85) 

the exception of the provisions for 
Union security which shall be effec- 
tive as hereinabove provided, and 
from year to year thereafter. In the 
event that either party desires to 
change this Agreement, the party 
desiring to negotiate a change shall 
give written notice by registered mail 
to the other party at least sixty (60) 
days in advance of the anniversary 
date. Such notice shall be addressed 
to the Company at its place of busi- 
ness or to the Union at the address 
furnished by it, or if none is fur- 
nished, to its international headquar- 
ters, and shall specify the nature of 
the proposed change to the extent 
possible. Pending completion of the 
negotiations, this agreement shall 
remain in full force and effect. 

Should negotiations fail to result 
in agreement, then either party may 
terminate the contract by giving 
thirty (30) days’ notice in writing. 

IN WITNESS WHEREOF, the 
parties hereto, through their repre- 
sentatives, duly authorized to act, 
have hereunto affixed their signa- 
tures in duplicate this day 
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“EXHIBIT A” 
} Specify each job covered by the 
agreement and the wage rate agreed 
upon. !f there are special apprentice 
rates, they should be set forth. 

Rate ranges for certain jobs are 
‘esirable. If agreed upon, they 
be specified. If a single rate 
specified, the company has no 
discret ‘n and any merit increase may 
‘\vlation of the contract. 





















NG Propucts MERCHANDISER 





ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 


Terms — Cash With Order 


Minimum Charge §2.00 
Rates: 


1 Time —10c per word for each insertion. 
inimum charge of 50c per line. 


3 Times —9c per word for each insertion. 
inimum charge of 45c per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 


26 Times —7c per word for each insertion. 
mum charge of 35c per line. 


For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when less are specifie 
er used, regular line rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 








HELP WANTED 








Experienced man wanted for oumporacet in 
well established central Illinois millwork plant 
dealing in both stock and custom millwork. 
Must be experienced detailer and capable of 
listing millwork quantities from plans and 
specifications. Steady employment, good work- 
ing conditions and opportunity for advance- 
ment. Give experience, salary and age. 
Address Box R-49, American Lumberman, Inc. 





Experienced Wholesale Lumberman 
to take charge of wholesale sales of Yellow 
Pine and West Coast Lumber. Permanent 
position. Salary and profit sharing arrange- 
ment. — Box R-50, American Lumber- 
man, Inc. 





TOP FLIGHT MANAGER WANTED—who is ac- 
quainted with all types of lumber, builders 
supply yard operation. Must be able to take 
charge of everything. Now doing volume of 
$400,000.00 annually. Modern facilities, offices, 
and store display in heart of Eastern Ohio 
city. Top salary and opportunity for man 
who can produce. Write Box T-29, American 
Lumberman, Inc. 





HELP WANTED 


MILLWORK ESTIMATOR 
Want to employ experienced Millwork Esti- 
mator, and Detailer and Biller. Must be good. 
Florida location. Address Box T-54, American 
Lumberman, Inc. 








. 


Wanted: An experienced sash and door sales- 
man for Illinois territory. Carr & Johnston 
Co., Peoria 2, Illinois. 








EXPERIENCED BUILDING MATERIALS 
SALESMEN 


Here's the “Big Opportunity’’—the chance to 
establish yourself securely and profitably. A 
Midwest building materials firm selling whole- 
sale and retail for about a half century, offers 
several choice selling jobs; 


Selling Industries 
Selling Consumers 
Selling Contractors 


Better compensation than most management 
jobs. Write giving your business history and 
references. Address Box T-24, American Lum- 
berman, Inc. 





WANTED—Experienced Estimator with ability 
to prepare small home plans and talk to pros- 
pects. Good opportunity in Eastern Ohio city. 
Write Box T-30, American Lumberman, Inc. 





BUILDING SUPPLY REPRESENTATIVES 
WANTED 


One of our clients, a manufacturer of Good 
Housekeeping approved plastic wall tile, has 
several territories available to qualified men 
calling on building supply, floor covering and 
home modernization material distributors and 
dealers. Sale of this product is supported by 
a national advertising and sales promotion 
campaign. Tell us what lines you now carry, 
territory you cover and other qualifications 
in first letter, 
Campbell-Sanford Advertising Co. 
1105 Chester Avenue 
Cleveland 14, Ohio 





Wanted: Man with building material experi- 
ence to handle sales. Exceptional opportunity 
for the right man. Address Box T-28, Ameri- 
can Lumberman, Inc. 





Manufacturer and Wholesaler of Western 
White Spruce operating in Alberta and Sas- 
katchewan is seeking reliable commission 
salesman for Iowa and South Dakota. Refer- 
ences required. Address Box T-44, American 
Lumberman, Inc. 





Wanted at once Superintendent for crate fac- 
tory. Must know the crating business and 
how that box making and crate making ma- 
chinery should be kept up. A very attractive 
proposition to the right man. rite giving 
full particulars as to past experience. salary 
expected, etc., to Box T-46. American Lum- 
berman, Inc. 





INSIDE SALESMAN experienced in figuring 
invoices, estimates and handling delivery 
schedules. State experience and pay ex- 
pected for position with security and excel- 
lent future in expanding Connecticut yard. 
Write Box T-59, American Lumberman, Inc. 





Experienced layout and machine man for sash 
department. Location in progressive Mid- 
South city. Good opportunity. State age, ex- 
perience and salary to start. Address Box 
T-47, American Lumberman, Inc. 





Wanted—Detailer and Biller for special mill- 
work. One who can make shop drawings and 
material lists from architect's plans. Give 
complete information regarding ability, salary 
and availability when replying. Location 
a Address Box T-49, American Lumber- 
man, Inc. 





BOOKKEEPER WANTED 
Large Florida Retail Lumber Company wishes 
to employ experienced eeper. Give age. 
send references, and record of employment. 
Address Box T-53, American Lumberman, Inc. 





Experienced man to manage yard in Colorado 
mountain town. Must be able to read or- 
dinary blue prints and to draw smalk house 
plans, etc. Should have hardware and paint 
experience. Sal and commission. A fine 
place for family interested in fishing and in 
winter sports. Give experience, salary. age. 
Address Box T-63, American Lumberman, Inc. 





Wanted, a manager with experience. Good 
yard in good small rural Iowa town. Address 
Box T-52, American Lumberman, Inc. 


DETAILER AND BILLER 
We need an experienced Special Millwork 
Detailer capable of handling large buildings 
and Churches. Excellent epee for the 
right man, who wishes to locate in Minne- 
sota. Write Box T-55, American Lumberman, 
Inc, 





WANTED—Young man to represent a well 
established millwork jobber in North Central 
Indiana, calling on retail lumber dealers. 
State age, experience, etc. Address Box T-62, 
American Lumberman, Inc. 
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HELP WANTED 


USED MACHINERY WANTED 





BUSINESS OPPORTUNITIES 








Factory Representatives wanted by manufac- 
turer of garage door hardware and special 
hardware in Illinois, Southern Indiana, Ohio. 
Southern Iowa, Eastern Pa., Central New 
York, Kansas, Missouri. = other ant ee ad 
territory. Must have following among lumber 
dealens. Twin City Mig. Co., Inc., Sterling, Ill. 





ASSISTANT MANAGER 


For Detail Millwork & Fixture Plant. 
Must do detailing. purchasing and ex- 
pedite production and distribution. This 
position offers unlimited opportunity for 
the right man. Located in Western 
Mountain State. Write Box T-41, Ameri- 
can Lumberman, Inc. 





Experienced Retail Yard Managers for East- 
ern Washington openings next spring. Apply 
now so may interview on eastern trip. Appli- 
cations treated confidentially. Address H. B. 
Kendall, Standard Lumber Co., Box 2138, 
Spokane, Washington. 





WANTED: YARD MANAGER, experienced man 
who is capable of managing a yard located 
thirty-five miles from Milwaukee. Between 
the ages of twenty-five and forty. Address 
Box T-57, American Lumberman, Inc. 





WANTED—CITY SALESMAN ; 

Must be capable of taking off lists of material 
from sketches and plans. drawings, etc. Also 
drawing rough plans. Estimating lumber, 
millwork, concrete blocks. sand, gravel and 
cement, brick and plaster requirements. Must 
call on architects, contractors, and customers 
in a city of 100,000 in Northern Illinois. We 
will furnish a car or pay you mileage for 
your car. Apply: 

Crumb-Colton Co. 

Rockford, Illinois 


YARD FOREMAN for expanding Connecticut 
yard. Must be experienced in handling men, 
equipment and material. Write stating com- 
plete experience and pay expected: in ex- 
change for security and future. Write Box 
T-58, American Lumberman, Inc. 





Foreman in detail factory, must be experi- 


enced in the manufacture. of custom millwork. 
Write giving experience and salary require- 
ments 
Gregg & Son, Inc. 
Nashua, New Hampshire 





Wanted: Straight line rip saw and six drum 
sander. Milwaukee Sales & > o. 1718 
No. Ist Street, Milwaukee 12, Wis. 


CTO - Saad Ss 
‘ BUSINESSES WANTED 
WANTED: Small retail yard or sash and on 


business in South E g 
consider part interest. Address Box T-34, 


American Lumberman, Inc. 














Married man 40 years old now employed as 
sales manager nationally distributed paint 
product will buy working interest or entire re- 
tail lumber and building materials business in 
Florida, Texas, or the Southwest. Write Box 
T-40, American Lumberman. Inc. 


WANTED TO BUY — 
MISCELLANEOUS 


- Se ee 
RAILS WANTED 
Any weight—Any tonnage 
. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 








Manufacturer and Distributor wanted of new, 
ready cut. Patented homes. Exclusive fren. 
chise territory given to manufacturer and dis. 
tributor. Has Federal Housing acceptance, 
For particulars write Berger anufacturing 
Co., Erskine, Minnesota. 


BUSINESS OPPORTUNITIES WANTED 
Band mill operator wishes to contact well. 
rated wholesaler who would be interested jn 
buying controlling interest in the plant and 
financing the operation. Address Box T.42, 
American Lumberman, Inc. 








Woodworking line, consists of machinery ang 
stock (22,000° basswood). Light work, little 
skill required, no furniture. Four persons cq, 
handle. Markets established. Orders of 
$800.00 per week guaranteed. 25% to 95% 
rofit. Owner leaving state, must sell at once, 

ill sell at inventory. $3500 will handle. The 
business offered with or without townedge 
40. Good house, barn, other buildings. Price 
$5000. 1/, down. TRUMAN HELMUTH, ROUTE 
1, MEDFORD, WISCONSIN. 


MISCELLANEOUS — FOR SALE 











RAILS: ANY SIZE OR QUANTITY 
Particularly 20 lb. 25 lb. 30 Ib. 35 Ib. & 40 lb. 
Secure our price before selling. 
MIDWEST STEEL CORP. 
Charleston, W. Va. 





LUMBER & DIMENSION 
WANTED 


Wanted: Hard Maple, White Oak and Walnut 
Veneer Logs. Write for prices: E. L. Norton. 
Saline, Michigan. 


Wanted to buy. narrow #1 Com. 6° and 
under, as narrow as 2’. Must be good aver- 
age lengths 4/4 and 6/4 rough A/D or K/D 
mixed cars or truck loads of Poplar, Bass- 
wood, Oak, White Pine. Birch, Beech, Hard 
Maple, LL or SL Yellow Pine. Quote us price 
delivered C&O delivery Raleigh. W. Va. 
truck load, to our yard at Beaver, W. Va., 2 
miles from Beckley. Phone 6525. ELCO LUM- 
BER COMPANY, Beckley, W. Va. 


Wanted—Regular supply Fir Ladder stock. 
Send stock list and prices. John Brennan & 
Co., 5859 Ogden Ave., Chicago, Illinois. 

















SITUATIONS WANTED 


Desire position as manager or assistant man- 
ager. ave experience in all phases of 
retail lumber business. Married, age 30, 
even tempered, reliable. excellent character. 
Address Box T-51, American Lumberman, Inc. 








Sales work. Years of experience millwork, 
building construction and sales. Can estimate 
and detail millwork. Have knowledge of all 
building materials. Presently employed as 
contract hardware estimator but prefer less 
confining work. Well educated, responsible, 
honest, good references, age 49. Prefer Wash- 
ington, Oregon, Idaho or Montana. Address 
Box T-50, American Lumberman, Inc. 


WANTED TO BUY: Rough A/D or K/D 6/4 WP 
log run for immediate delivery. Will consider 
4, 3, 2, and No. 1 Com. only; 6/4 YP LL or SL 
No. 2 and No. 3 Com.; 6/4 No. 2B Com. Poplar, 
and 3A Com. Poplar; 6/4 Hemlock merchant- 
able. Circular sawn, must be well manufac- 
tured and end trimmed. Quote us C&O de- 
livery. Raleigh, W. Va. Elco Lumber Co., 
Phone 6525, Beckley, W. Va. 





Wanted: Dry pine shorts, 4/4, 6/4 or 8/4 in 
2 foot lengths or multiples. Woodruff Lumb 








CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO.., Inc. 
Minneapolis, Minn. 


Advertising Yardsticks 
Basswood and Hardwood. Reasonable 
prices, prompt delivery. F. M. Mosedals 
Co., St. Charles, Ill. 


CARDS OF REAL WOOD 
Business, Christmas, Announcements. 


CARDS OF WOOD, Manlius 9. New York 
PLYWOOD CHRISTMAS CARDS 
AND CALENDARS 
Two-ply P yy natural wood veneer. 
end for Illustrated Folder 
WOODCRAFT CARDS 


Miller Rd. & Lea Blvd. 
Wilmington, Delaware 


BOOKS FOR SALE 


Lumber Measurements E-Z Self Instruction 

Book. Basic 1’’ Thickness Chart for converi- 

ing lin. ft. to sq. ft. (1° to 12° widths) with 

sq. ft. measures in widths and lengths, $2.00. 

= R MEASUREMENTS, P.O.B. 8911, Phile. 
’ a. 


BUSINESSES FOR SALE 


FOR SALE 
Well established lumber yard including Pain! 
Store. Hardware—Home on premises. Will 
sell Real Estate $50,000—Terms can be «a: 
ranged. ove does not include inventory 
or accounts receivable. Address Box R-i, 
American Lumberman, Inc. 



































Co., Vesper, Wisconsin. 


BUSINESS OPPORTUNITIES 














I am 47 years old: own half interest in Lum- 
ber Yard. not satisfied. Would accept position 
as manager or assistant manager oil field or 
farm trade. 30 years’ experience. .Want to 
locate in Texas. Address Box P-53, American 
Lumberman, Inc. 





Want to manage going millwork concern with 
rivilege of buying interest. Write Box T-35, 
erican Lumberman, Inc. 





Highly experienced Buyer of West Coast Lum- 
ber, Millwork. Doors, Plywood and shingles 
desires permanent connection with a reliable 
firm. Well acquainted with mills in Wash- 
ington, Oregon, California, Idaho and Mon- 
tana. — Box T-26, American Lumber- 
man, inc. 





Experienced Salesman 

Excellent following among lumber, building 
material dealers, contractors and architects 
within one hundred fifty mile radius of Al- 
bany. N. Y. Would like to make a change. 
Experienced in introduction of new materials. 
In position to increase your sales. Address 
Box T-39, American Lumberman, Inc. 





Young married man, 6 years retail and whole- 
sale lumber experience. Desire Chicago area 
or nearby. College education. Address Box 
T-61, American Lumberman, Inc. 
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Business Opportunity 

Well established and well rated Wholesaler 
located in the finest producing area of the 
South desires to make exclusive arrangement 
with well rated yard for buying of Yellow 
Pine and West Coast Woods on basis of 6% 
mark-up over actual mill costs. We carry 
account and you benefit on freight savings. 
Also excellent proposition for exclusive buy- 
ing of Doors and Plywood. Address Box T-27, 
American Lumberman, Inc. 





LUMBER YARD & MILLWORK 
Personal circumstances compel immediate sale 
of 12 yr. established yard, including 2 large 
buildings, 12,500 ft. capacity dry kiln, radial 
saws. 1945 International truck, etc. Price 
$17000. Only $4,800 cash. Bal. 10 year mort- 
gage. Reduced inventory at lowest cost. Ex- 
ceptional copermanty for experienced person. 
GLICK & ROSTAN, Clayton, N. J. 


Millwork and manufacturing plant available 
for manufacturing items to your specification 
on contract basis. Hardwood or softwood. 
Duck River Mfg. Co. Inc., Manchester, Tent. 


Lumber and Building Material yard. doing 
ood business, in Montana town of 50, 

ix room house and 20 extra lots, all {fo 
$32,000. Two trucks and inventory included. 
Address Box T-48, American Lumberman, Inc. 








Well established complete woodworking pla! 
and lumber yard now offered at bargain price. 
One story building, 7,000 square feet {loo 
space in excellent location on bay front, At 
lantic City, N. J. Good reason for selling. 
Address John A. Miller, Esq., 614 Schwehm 
Bldg., Atlantic City, N. J. 


FOR SALE—Northeastern Indiana lumber yar 
and saw mill. Near city of 140,000. Mill ele¢ 
trically equipped. 4 acres ground, 4 room 
modem bungalow, ample sheds and wate 
house space. Has bulk of hardwood business 
in city plus nice lake cottage business. 

er wishes to retire. Consider contract to 1 
iable parties. Address Box T-21, America 
Lumberman, Inc. 








WANTED—MILL CONNECTIONS 
Established sales organization with five men 
covering dealers New Jersey. Long Island, 
Lower Connecticut, interested contacting Man- 
ufacturers of Doors, Plywood, Stock and Spe- 
cial Millwork. Warehouse sidings {facilities 
available. Distributorship arrangements con- 
—, Address Box T-45, American Lumber- 
man, Inc. 


Retail Lumber Yard, Southern Iowa. Volum 
of business same as 1948. Unable to handle 
properly on account of age. Address Bo 
T-56, American Lumberman, Inc. 


FOR SALE: Saw mill in Western Montan@ 
Ponderosa Pine soft texture stumpage u! 

contract and available for several years rua 
Address Box T60, American Lumberman. Int 
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